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SUMMARY 
. LIVESTOCK has played an important role in the growth of the wes-
tern economy. Today, the inventory value of livestock found 
on western farms and ranches approximates 4~ billion dollars. The 
cash farm income obtained from the sale of such animals is the 
largest single source of revenue to western agriculture. 
In the process of this industry's growth, western farmers and 
ranchers have accumulated considerable knowledge on how to 
produce meat animals more efficiently. The livestock producers' use 
of new management techniques has resulted in an increase in total 
meat animal output of about '34 percent in the last 25 years. 
Two practices adopted by cattlemen have been primarily 
responsible for a large part of the gains made. One was the change 
in the makeup of the cattle inventory-shift from steer to cow-calf 
operation. The other practice or improvement in production came 
in the increased proportion of young animals born and raised to 
marketable age. With a higher level of production, the volume of 
western marketings has also increased. In addition the time required 
to finish livestock for slaughter has been reduced. 
Producers use a different marketing agency when they sell 
livestock than when they buy. The trend during the last quarter 
of a century has been toward marketing livestock near points of 
production. This development has expressed itself in several ways. 
It is shown, first , in the large growth of livestock auctions; second, 
in increased sales of fat and semifinished livestock direct from 
farmers and feeders to packers; and, third, in the general gain in 
country buying. 
Auction markets have increased at a rapid rate in the West in 
the last 10 years. There are approximately 460 such markets, the 
gross annual sales · of which were valued at about a billion dollars 
in 1951. Twenty-five years ago there were practically no such 
markets in the region. The period of most rapid growth, 1940 to 
1950, was one of expanding business activity, high livestock prices, 
and general prosperity throughout the region. More than twice 
as many cattle are now sold through auctions in the West than 
through western terminal markets. 
While the rapid growth of the auction is not traceable to a 
single cause, it may be explained on the basis of a combination of 
several interrelated economic and noneconomic forces. The decen-
tralization of livestock marketing, improved facilities for transport-
ing livestock by the farmer, widely disseminated market inform a-
tion, the desire of the farmer to maintain control of his livestock 
through the marketing process, and the need of small producers 
for local markets have been important in their influence on the 
development of local auctions. 
The largest auctions ( 13 percent of the total number) 
handled over 50 percent of allli~estock sold at auctions in the West-
ern Region in 1948. The smaller auctions, in terms of number of ani-
mals sold, are located in the Pacific Coast Area, while the larger 
auctions are found in the range livestock area of northern, central, 
and southern Great Plains. 
Local farmers, ranchers, and feeders consign the majority of 
livestock sold at auctions in the Western Region, and they are also 
the principal buyers. Dealers and order buyers buy about a third 
of all cattle sold. Packers buy about a fourth. 
The average annual value of livestock sales per auction in 1949 
was almost 2 million dollars. Cattle and calves account for 90 
percent of all gross value, hogs, 6 percent; and sheep, 4 percent. 
Most livestock are sold on a price-per-pound basis, with the bulk 
of livestock grouped in relatively small lots. Auction sales in the 
West are well attended. 
The most common form of ownership of auctions in the West 
is the partnership, with the auctioneer frequently having a nnancial 
interest in the business. 
Practically all the Western States have some regulations deal-
ing with livestock auctions, but these vary by states as to the items 
covered as well as to regulations on specific matters. 
Costs of selling livestock at auctions vary by areas and between 
auctions within the states. 
Auction marketing of livestock as now conducted in the West 
performs useful services in concentration, selling, and disbursement 
of livestock to ultimate users. Such functions contribute to increased 
marketing efficiency in several ways: nrst, auctions facilitate the 
local exchange of stocker, feeder, and breeding animals between 
farmers and ranchers, and expedite feeding operations of the small 
producer; second, auctions provide a year-round supply of slaughter 
livestock for an expanding number of local packers, local butchers , 
and local locker plant operators; third, auctions serve as an educa-
tional medium whereby producers learn more about the market 
value of their livestock in relation to other consignments; fourth, 
auctions frequently provide the means whereby animals are moved 
from local deficit to local surplus feed areas, and, therefore, live-
stock and feed resources are combined more effectively, resulting in 
greater total output. 
From the information obtained in this study, it appears the 
auction method of marketing is likely to continue for some time as 
an integral part of the western livestock marketing system. But 
marketing, as well as other forms of economic activity, is dynamic 
rather than static, and it is probable that many of the longer-run 
changes cannot now be foreseen. 
Suggestions for the improvement of auction markets are given 
briefly in 'part V. 
TRADE IN WESTERN LIVESTOCK AT AUCTIONS 
1. Development, Relative Importance, and Operations 
By 
HAROLD ABEL and DEE A. BROADBENT 
INTRODUCTION 
'Methods and Obiectives of Study 
TH IS bulletin reports an introductory and descriptive study and contains specific information on selling livestock at" auctions. 
It is the second bulletin on livestock marketing research in the West 
prepared under the supervision of the Western Livestock Marketing 
Research Technical Committee.4 5 
The principal objectives of this bulletin are stated as follows: 
( 1) to trace the development of livestock marketing in the West 
and to ascertain the economic conditions responsible for shifts in 
the total volume of production and marketings of the several types 
of meat animals sold, and the relative importance of the various 
marketing agencies used by farmers and ranchers over a long period 
of time; (2) to determine the types of markets and marketing 
agencies used and the status of auctions in the total structure of 
livestock marketing; (3) to trace the development of auction 
markets as a method of selling livestock in the West and the 
economic conditions which led to their establishment; also, to 
ascertain the numbers, geographic location, volume, and character 
of business handled; (4) to ascertain trade territory and methods 
of transportation used; and (5) to determine the economic effec-
tiveness of auctions as an agency for marketing western livestock. 
The main body of this report is divided into five parts for more 
adequate treatment and appraisal of the auction method of selling 
in relation to total livestock marketing in the West. Parts I and II 
deal with the economic factors that have influenced the growth and 
development of the several methods of marketing livestock used 
in the West. Within this setting, special treatment is given to the 
factors that have influenced shifts and changes in marketing during 
the last 25 years. Since auctions are only one of the several market-
4The first published bulletin was "Shifts in the trade in western slaughter 
livestock." U.S. Dept. Agr. Agr. Inform. Bul. 14. 1950. 
5Hawaii became a member of the technical committee July, 1951. No data 
are included in this report for H awaii. 
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ing agencies used by farmers during the period studied, emphasis 
is given in parts I and II to a comparison of the relative importance 
of each marketing agency used by western farmers and ranchers 
at the present time. ~Tith this sort of introductory background, a 
detailed description of western livestock auctions follows in parts 
III, IV, and V. 
A decision on the part of the technical committee to study 
livestock auctions sterns mainly from a lack of information about 
this relatively new, but important, method of marketing in the West. 
The present position of auctions in the total western livestock 
. marketing picture and the high percentage of total producers now 
using this system of selling further increase the need for knowledge 
about these markets. 
A program of research in the field of auction marketings was 
developed by a subcommittee of the 12-man technical committee.6 
This manuscript covers only one phase of the committee's work 
embodying an over-all analysis of trade in western livestock at 
auctions. «Trade in western livestock at auctions" will be released 
as follows: 
1. Development, relative importance, and operations ( Utah 
Experiment Station Bulletin No. 352). 
2. Analysis of livestock marketings (Washington Experiment 
Station Bulletin No. 537). 
3. Some factors affecting producers' choice of market outlets 
(Utah Experiment Station Bulletin, publication in process). 
4. A study of the relative operational and organizational effi-
ciencies of livestock auctions of different sizes and kinds in the 
Western Region (study in process). 
Source and Character of Data 
The information upon which the auction phase of this report is · 
based was gathered principally by experiment station workers in 
the states of California, Washington, Oregon, Idaho, Utah, Nevada, 
Wyoming, and Texas. These workers visited 102 representative 
auctions in the region and obtained statistical data and other in-
formation from auction managers, owners, and others located at 
the auction or in communities serviced by such markets. In Colo-
rado, Montana, New Mexico, and Arizona, certain types of basic 
data relating to auction marketing were gathered from state depart-
6The personnel included in the subcommittee for the auction study are 
listed on the inside of the front cover. 
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ments of agriculture, county agents, state statisticians (BAE), state 
brand inspectors, and from auction operators, but a complete 
survey was not made in these states.7 
Part 
ECONOMIC FACTORS INFLUENCING THE GR0WTH 
OF LIVESTOCK MARKETING IN THE WEST 8 9 10 
A. Early Development in the Production and Marketing 
of Western Livestock 
I N the year 1521 a Spanish ship ' set its course toward the coast of Mexico. To all oUh¥ard appearances the ship was just another 
Spanish vessel bound for new Spain, bringing supplies to Don 
Hernando Cortez, but in a part of its cargo was the beginning of 
one of America's. greatest industries-the livestock industry. 
The cattle this vessel carried were Moorish stock which had 
been bred for centuries in the Andalusian Plains of Spain. 
Following this beginning, in 1521, cattle were bred and brought 
into lower Mexico. By 1540 the Spaniards had spread their cattle 
into upper Mexico. By 1583 the first herds were grazing in what 
is now Texas. 
7In addition to this information, facts were obtained from livestock pro-
ducers, dealers, national and state associations of auction operators, managers 
of terminal markets, livestock marketing associations, county agents, representa-
tives of state and federal departments of agriculture, and state and national 
livestock associations. 
8For cooperation and assistance, which in turn made possible this study, 
the following acknowledgments are given: farmers and ranchers in the 12 
Western States, auction operators, the National Livestock Auction Association, 
the Western Operators of Public Stockyards, livestock dealers, officials of the 
state departments of agriculture, state statisticians of the Bureau of Agricul-
tural Economics, state extension services, and the Farm Credit Administration; 
also to Earl Houseman, statistical analyst, Bureau of Agricultural Economics. 
and B. H. Crandall, director Statistical Laboratory, Utah State Agricultural 
College, for the assistance given the committee with sampling and other 
statistical problems. Acknowledgement is also made of the cooperation of the 
Livestock Branch, U. S. Production and Marketing Administration, in providing 
information on its field activities for use in the study. 
9Twelve Western States, as the term is used in this report, include the 
usual eleven Western States and Texas. 
l0This bulletin was prepared by Harold Abel and Dee A. Broadbent in 
collaboration with the other members of the committee for the auction study. 
The personnel included in this committee are listed on the inside front cover 
of this bulletin. 
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This was the beginning of the livestock industry, and with it 
came the endless search for fertile valleys-the search for water, 
clear running streams, fresh lakes, and life-giving rivers-the relent-
less search for rich rolling prairies-land for the grazing of livestock. 
The buffalo, which for ages had only shared their grazing lands 
with the deer and the antelope-mo ing at will, unrestrained and 
free-began reluctantly to share their grasses and streams with 
a new strange animal. And as the sound of cattle penetrated farther 
and farther across the prairies, the buffalo moved on and on 
making way for the great change! 
r The east coast of our country was still an undiscovered barbar-
ous wilderness-and not destined to see its first livestock until after 
the Pilgrim landing at Plymouth Rock in 1620. 
With the breaking of old frontiers , the march toward new 
horizons, the footprints of cattle began to replace those of th 
buffalo. With this progress came· the need to develop new breeds 
that would thrive and prosper in this wild, rigorous, new country. 
By the early 1800's, the Texas Longhorns, descendants of the 
early Spanish cattle, were common throughout the West. Adapted 
to prairie life, they were perhaps the only breed that could have 
survived the hazards of these early conditions. 
In 1825 eighteen Shorthorn cattle were brought from England 
across the Alleghenys into what is now Ohio, marking two impor-
tant developments in the livestock indush·y: - the improvement in 
Cow-calf operations have incr a ed in relativ importance in th W t since 1925 
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the qualities of the livestock, and also the beginning of the cattle 
feeding industry. By the turn of the century, Shorthorn cattle had 
moved west to improve the blood of the Longhorns sometime 
before the coming of the White Faces. 
And about 1825 the first Herefords were brought from Here-
fordshire, England, into Kentucky and a little later into Ohio and 
still later, in 1877, into Missouri, and in 1880 into Texas, to be 
crossed with the Longhorn cattle-becoming the foundation of the 
great Hereford cattle industry. 
From Scotland came the Aberdeen-Angus cattle, but it was not 
until 1878 that the first breeding herd in this country was estab-
lished in Illinois. 
Through th~ years of the expanding livestock industry also 
grew the problem of finding markets. Where to market became a 
more and more perplexing question to the stockman, for it was 
difficult in those years to know where the demand for livestock 
existed. 
Finding a market, more often than not, required the driving 
of livestock over long, hard trails-the guarding of livestock by 
night and by day against stampedes, theft, rustlers, disease, thirst, 
and exhaustion-and at the end of the trail, dealing with a buyer 
who was usually a keener trader and always better informed. 
The livestock producer, then, and more and more as years 
passed, felt the need for fair trade practices and better markets. 
In 1865, because of an oversupply, cattle were being sold in 
some sections of the southwest for 50 cents a head, while at the 
rail heads buyers were paying $20.00 per head for exactly the same 
kind and grade of cattle. This was the reason back of the long 
cattle drives that gave birth to the great Chisholm Trail, which was 
blazed for the cattle drives of the 1860's. 
One of the principal market movements for western-produced 
cattle during the period 1860-1900 was northward from Texas to 
railheads of the newly built railroads. «Drovers" occupied a 
strategic position in livestock marketing at the time. l1 Their posi-
ll"Drovers" were first employed by slaughterers who depended almost 
entirely upon them for desired supplies of slaughter livestock. Under such 
conditions the "drovers" bou~ht livestock in the country, assembled and trailed 
the animals to local killers. 'Drovers" were also used extensively in the west-
ward movement of stocker cattle and sheep in the establishment of the large 
range cattle ranches. The railroad was the only other means of transportation 
and made the droving of cattle and shipment by water obsolete. During the 
reign of the railroad the terminal markets and the commission companies pros- ~ 
pered. The term "drovers" was used because most of their time was spent 
in driving animals from farm to market. "Droving" was the initial step in 
the development of a western livestock transportation system and furnish ed 
some of the most romantic incidents in the growth of the "Old W est." 
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tion became significant because in the "wide open spaces" of the 
western range country "on-foot" movements were the only method 
of transportation available in areas not serviced by the railroad. 
During the period of early selling there was no market reporting 
system as it . is known today. Often before drovers reached their 
destination they were met by speculators more familiar with mar-
ket conditions. Thus, if livestock prices at anyone time fully 
reflected adequate competition and fairly equated the supply and 
demand for meat animals at freely competitive prices, it was purely 
accidental. In 1881 twenty large cattle companies were organized 
in Wyoming, with a total capitalization of more than $12,000,000. 
Wyoming, however, was merely a representative area; the same 
thing was happening or had just happened up and down the Great 
Plains from Montana to Texas across the Southwest to California, 
to Utah, Idaho, and Nevada, and to eastern Oregon and Washington. 
The greater speed and efficiency and reliable year-round serv-
ice furnished by the railroad caused a gradual shift away from 
droving. As the use of barbed wire for fencing cattle away from 
farms and towns increased, cattle and sheep drives were discon-
tinued. 
By 1880, 20 million head of sheep, or about 45 percent of total 
United States sheep numbers, were located in what are now the 
Western States. Numbers of sheep in New Mexico, Texas, Cali-
fornia, and Oregon had increased about 400 percent between 1860 
and 1880. With the economic and social changes of this period, 
the major sheep-producing areas shifted from East to "Vest, and 
the average size of sheep Rocks increased. A particularly signifi-
cant western influence in this early period was the availability of 
free yearlong grazing. ' 
During this early period sheep were kept primarily for wool, 
and today's market-lamb business was for all practical purposes 
nonexistent. 
In 1876, California had 7,700,000 head of sheep and lambs 
(in 1951 she had less than 2 million head) and both California and 
Oregon were important sources of foundation stock for other West-
ern States. By 1890, sheep were scattered throughout the Western 
Area, and by 1900 there were more sheep in what are now the 
Rocky Mountain States than in any other region. Sixty-five per-
cent of all the country's stock sheep were in the West by 1910. 
Since the turn of the century, the sheep business in the West 
has also adjusted itself from that of a strictly wool to a joint-product 
industry, marketing both lambs and wool. The market-lamb bus i-
In recent years approximately 65 percent of all sheep and lambs in the Unit d 
tates wer on western farms and ranches (Photo comtesy U. S. Fore t S rvice) 
ness in the late 40's accounted for more than 65 percent of the 
annual cash income to western s~eepmen. 
With the development of western irrigation farming after 1850, 
feed supplies became more abundant, thus aiding in the expan-
sion of all classes of livestock. With the continued expansion of 
cropland as an important new source of livestock feed and the 
further growth in human population, dairy cattle and hogs be-
came more important. Farming became a principal source of much 
of the West's meat animal production and was closely allied to the 
range livestock industry. By 1900, harvested cropland totaled 31,-
000,000 acres. Fifty years later total western cultivated acreage had 
spread over more than 72,000,000 acres and provided more feed to 
support livestock production than all the other vast land area of the 
West. 
Between the close of the Civil War and the end of the century 
in several of the corn-producing states and sections where the pro-
duction of feeds had become signmcant, an important livestock 
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commercial feeding industry began to appear. In recent years, the 
West has built up a substantial livestock-feeding industry. 
With the growth of human population and the continued ex-
pansion in production of meat animals, the need for localized west-
ern livestock markets became apparent. By 1950 the human popu-
lation in the West exceeded 27,000;000, and livestock numbers stood 
at 21,331,000 cattle, 18,015,000 stock sheep, and 3,639,000 hogs. 
Fourteen public stockyards had been established in the West" com-
pared to nine such markets 35 years earlier. 
During the growth of western markets, several new methods 
of selling were established. These made for a shift toward market 
decentralization.J2 Three developments, namely, the auction , 
"country buying," and direct sales to packers, were especially sig-
. nmcant. Auction selling in the West gained in importance after 
1930. All Western States had auctions by 1940, and by 1949 their 
number approximated 455. Their 1948 sales approximated 6.7 mil-
lion head of cattle and calves, 2.8 million sheep, and 1.4 million 
hogs. 
The development of auction markets coincided with the trend 
toward decentralization of livestock marketing agencies, packing 
plants, the increased use of motor trucks, and improvements in re-
frigeration and retail meat distribution. 
Country buying, the other significant development in selling 
methods, was used principally by producers in the sale of range 
cattle and sheep. Under this system, a buyer goes to the farm or 
ranch to buy directly, in contrast to the earlier practice of buying 
at terminal markets. This technique is now used extensively by 
order buyers, dealers, farmers , feeders , auction operators, packers, 
and by commission agents in buying of stockers and feeders, fat 
cattle, and sheep. 
B. Methods of Marketing Western Livestock 
Constantly Changing 
Methods of marketing livestock in the West are subject to constant 
change. Some changes have resulted from economic forces and 
others are a result of legislative action, both state and federal. In 
many cases, adjustments in the marketing system are indirectly af-
fected by economic forces completely removed from the marketing 
field. An example of this is the ever-changing method of livestock 
production, including changes in available feed supplies, and its 
influence on marketing. 
12The term "decentralization" as used here refers to geographic location 
rather than decentralization of business ownership. 
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A development that illustrates difficulties in tracing cause and 
effect relationships in this field is the increased proportion of the 
meat supply produced from younger slaughter cattle, sheep, and 
hogs. During the last 50 years, these ages have been progressively 
lowered. Question: Is the market demand for meat from younger 
animals responsible for changing production methods, or have pro-
ducers developed this supply by producing finished livestock at 
earlier ages? 
Of the several contributing forces for change, the following 
are believed to have had so distinct a bearing on this subject that 
some consideration of their influence on marketing is needed: 
1. Technological progress in the production of meat animals. 
2. Shifts in the use of established marketing facilities and the 
introduction of new methods of selling livestock. 
3. New techniques in transportation, refrigeration, wholesal-
ing, and retailing of products of the livestock and meat in-
dustry. 
4. Trends in consumption of meat and shifts in demand char-
acteristics for western slaughter livestock. 
Technological Progress in the Production of Meat Animals 
Among the achievements resulting £i·om the application of re-
search to western agriculture, the most dramatic and widely recog-
nized is the rapid gain made in physical productivfty. This achieve-
ment applies to crop yields as well as to annual turn-off of liv~·­
stock from farms and ranches, the one being complementary to the 
other in total output (fig. 1). 
Due credit for recent gains in western output of meat animals 
must be given to (1) the rapid war and postwar rise in price of 
meat animals; (2) above-average favorable weather from 1940 to 
1950; and (3) to the maintenance of a larger percentage of breed-
ing cows and calves in livestock inventories. Favorable weather 
has increased productivity of both ranges and pastures and has 
made it possible to produce more from the range and from dry 
and irrigated cropland. But better management and care of live-
stock, effective disease and parasite control, and better feeding 
have contributed to gains in output, substantially increasing calf, 
lamb, and pig crops and reducing the losses after birth. The ex-
pansion of commercial feeding of both cattle and sheep is another 
significant development which has increased total production per 
animal. 
·Other indirect factors contributing to total output of meat 
animals were the use of more fertilizer and of higher-producing 
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varieties and strains of crops, more efficient weed control measures, 
and, in general, a more effective job of ranching and farming. 
Tending partially to offset these increases, certain negative 
factors have been at work to limit production. These include: (1) 
continuing withdrawal of range and forested areas from production 
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Fig. l. Among the achievements resulting from the application of research to 
western agriculture, the most dramatic and widely recognized is the 
rapid gain made in physical productivity 
for such purposes as protection of watersheds, rehabilitation of 
overgrazed areas, development of recreational areas for camping, 
picnicking, and hunting; (2) restriction in the use of public lands 
or limitations in rates of use; and (3) diversion of more and more 
cultivated farm and range land to nonagricultural uses as the human 
population increases. 
Production of 'Ai eat Animals Increases by a Third 
Average western production of all classes of meat animals for 
the period 1946-50 stood at the highest level in the last 25 years. 
The current high level of output is approximately a third greater 
(total pounds liveweight) than production in the same 12 states 
25 years ago (table 1). . 
Carrying capacity of western range lands is being increased by artificial re-
seeding and by other practices (Photo courtesy U. S. Forest Service) 
Table 1. Changes in meat animal production, 12 Western States, 1924-28 and 
1946-500 
5-year All All All 
petiod cattle sheep hogs Total 
million pounds liveweight 
1924-28 3,506.2 974.4 942.2 5,422.8 
1946-50 5,369.3 836.3 1,083.4 7,289.0 
Percent change +53 -14 +15 +34 
°Meat animals, farm production and income, U. S. Bur. Agr. Econ. (processed). 
In the main, livestock production can be measured by: (1) the 
proportion of breeding stock to total inventory numbers; (2) the 
proportion of calves, lambs, or pigs born and saved per 100 units 
of breeding stock; (3) management practices, such as use of im-
proved breeding stock, proportion of younger animals marketed 
or retained for further growth; and (4) practices of growing and 
feeding livestock, which in tum affects marketing and slaughter 
weights. 
Proportion of Breeding Stock to Total Number in Inventory 
The addition of 3.3 million head, or the 31 percent increase in 
numbers, of all cows and heifers in the breeding herd and the main-
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tenance of a higher proportion of calves in the all-cattle inventory, 
and bigger calf crops are the principal reasons for the 34 percent 
increase in total pounds of western meat animal output (table 2). 
During the same period when numbers of cows and heifers 
were becoming larger, the trend in number of breeding stock for 
both sheep and hogs was down. The causes for these shifts or empha-
sis on specific types of meat animals are many.13 
Table 2. Total numbers of breeding stock on farms January 1, 12 Western 
States,4 1924-28 and 1946-50 
5-year All cows 2 + and Stock Sows and Total 
period heifers 1-2 sheep gilts animal 
Beef Milk Total all ewes 6mo.+ unitst 
1,000 head 
1924-28 7,260 3,673 10,933 22,986 676 15,665 
1946-50 9,682 4,.596 14,278 18,880 525 18,159 
Percent 
change +33 +25 +31 -18 -22 +16 
°Meat animals, farm production and income, U. S. Bur. Agr. Econ. (processed). 
t Animal unit= 1 cattle, 5 sheep, 5 hogs. 
A development that made possible the expansion in cattle 
numbers was the increased use of farm machinery-tractors, trucks, 
automobiles-and the mechanization of western agriculture gen-
erally. This, with its consequent reduction in numbers of horses 
and mules, now makes possible the use of millions of acres of 
western crop and range land for production of meat animals. 
A force which has helped to cause a change in emphasis in 
meat animal production among cattle, sheep, and hogs has been 
the comparative returns from cattle and sheep. In large areas of 
the West it is possible without too much capital outlay to shift 
from sheep to cattle. Shortages of sheep herders and labor at lamb-
ing time and the comparatively more favorable returns from cattle 
brought about much of the shift. Comparative returns also in-
fluenced decreasing hog numbers in the West. Increased use of 
feed supplements has also made it possible to «winter" or carry 
over larger numbers of cattle and sheep. 
13Irrespective of these shifts, the total animal units of livestock competing 
for western range and cropland animal feed resources have changed little. 
Total animal units of all livestock (including horses and mules) on farms and 
ranches January 1 for the average period 1924-28 were 28,594,000. As an 
average for the years 1946-.50, these numbers had increased only 2 percent, 
standing at 29,259.000. 
Number of pigs saved per litter in the We t increased approximat ly 12 p rcent 
ince 1925 (Photo courtesy U. S. Bureau of Animal Indu try) 
Proportion of Calves, Lambs, and Pigs Born 
and Saved per 100 Units of Breeding Stock 
Numbers of calves born per ·100 cows averaged about 70 
during 1924-28. This number increased to about 80 calves per 100 
cows in 1946-50. In the last 25 years, lamb crops have shown little 
sign of improving, but pig crops increased about 12~~ percent for 
the period studied. 
If the additional calves born were finished to average slaughter 
weights, this would be the equivalent of about 1 million pounds 
added to total western meat animal production each year. This 
alone amounts to more than half of the total gains (pounds) made 
in cattle production during the last 25 years. 
Improvements in Management Practices 
Increase Productivity per Breeding Unit 
The improved financial position of western stockmen which, 
in turn, has made it possible to buy better breeding stock and to 
make more adequate outlays for capital equipment is responsible 
for increased productivity. These adjustments in capital inputs 
would have been impossible under conditions of lower net returns. 
The efficiency of breeding stock for all meat animals (meas-
ured in total animal units) increased about 16 percent in a period 
of 25 years (table 3). 
In 1946-50 cows and heifers in the breeding herd were about 
17 percent and sheep about 5 percent more efficient in terms of 
total pounds of output than previously. Pounds produced per breed-
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ing unit of sows and gilts averaged 48 percent above those of 25 
years ago. This resulted from gains made in the number of pigs 
saved per litter by reducing death loss after birth, and by shorten-
ing the feeding period and increasing the average weights of hogs 
at marketing time. 
Table 3. Productivity per breeding unit of livestock, 12 Western States, 1924-
28 and 1946-50 
Total 
5-year animal 
period Cattle Sheep Hogs units 0 
pounds per breeding unit 
1924-28 321 42 1,394 346 
1946-50 376 44 2,064 401 
Percent change +17 +5 +48 +16 
o Animal unit= 1 cattle, 5 sheep, 5 hogs. 
Although the total accomplishment in output of meat animals 
is outstanding, the exact contribution made by each management 
practice cannot be delineated and measured from statistics available. 
Of the several forces which led to this upward adjustment in pro-
ductivity per breeding unit, four need to be considered as having 
a major influence. First, and probably the most important, is the 
maintenance of larger numbers of younger animals in the live-
stock inventory with gains in weight per head substantially above 
those of older animals; second, the gain made in the number of 
calves, lambs, and pigs saved per 100 head of breeding stock kept; 
third, the wide adaptation and use of better breeding and other 
management practices; and, fourth, feeding practices which result 
in conditioning meat animals for slaughter in shorter periods of 
time. ' 
Most western steers are now sold for slaughter before they 
reach three years of age, whereas formerly a large proportion were 
not marketed until they were four years old or older. The changing 
composition of the cattle inventory shows that cows now comprise 
a larger proportion of total cattle numbers. In the early 1920's west-
ern stockmen could sell only about 25 head of cattle and calves 
yearly for each one hundred head on ranches at the beginning of 
the year in order to hold numbers constant. In recent years, how-
ever, this has increased to about 41 head and makes possible a 
higher level of slaughter in relation to numbers on hand. The con-
ditioning of all classes of meat animals for slaughter in much shorter 
time has contributed to a higher level of production per breeding 
Extremes in. grades of cattle 
unit. The shift to a cow-calf 
operation has introduced a high 
degree of specialization in beef 
production. In recent years 
many range cattle and sheep 
operators specialize in produc-
tion of calves and lambs, while 
feeders buy calves and lambs 
as well as feeder pigs and 
focus their efforts on the fat-
tening or finishing phase of 
production. Garbage feeding of 
hogs is important in and around 
large cities. In California such 
feeding has replaced a consid-
erable part of farm feeding. 
Practices of Growing and Feeding L.ivestock 
Which, in Tur-n, Affect Slaughter- Weights 
In the beginning, western livestock, like wild game, depended 
on native forage. With increased use of hay and feed, dependence 
on cultivated land grew, and irrigated cropland, in particular, be-
came more and more important. 
In 1890, range forage supplied 90 percent of the feed used for 
beef cattle and sheep in the Western States. The balance, 10 per-
cent, came from irrigated and dry land feed crops and irrigated 
pastures. By 1920, dependence on the range had declined to such 
a degree that a little under 80 percent of the feed for beef cattle 
and sheep came from range forage. Dependence on irrigated and 
dry land feed crops and irrigated pastures had increased greatly 
during those thirty years; by 1920, these farm lands supplied more 
than 20 percent of the feed requirements for these ranch livestock. 
Since 1920 feed supplies from cultivated land have continued to in-
crease. A more recent adaptation and concentrated use of western 
cropland resources is found in the establishment of a large livestock-
feeding industry. 
Although total numbers of livestock in western commercial 
feed lots have varied from year to year, since 1929 the trend has 
been gradually upward. Cattle are responsible for almost the entire 
growth in western feeding; in fact, a sharp reduction in sheep and 
lambs on feed occurred after 1942. 
California, Colorado, and Texas are the top feeding states for 
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cattle in the West. Colorado, Montana, and California lead in sheep 
feeding. 
Yearlong feeding of cattle and sheep has gained particularly 
in Colorado and California. It is in these states where the highly 
In· the last 10 years cattle feeding .has shifted westward. Since 1940, numbers 
have increased 85 percent in Colorado and 211 percent in California. (Photo 
courtesy Western Livestock Journal) 
specialized so-called "beef factory" operation has deyeloped. These 
'beef factories" are typical of the western area, being distinctly dif-
ferent from the smaller farm feed lots of the Corn Belt. 
Another practice adopted by western farmers and ranchers 
which accounts for better finished animals is one of feeding animals 
for short periods. Many of the smaller producers in particular have 
found that this method increases returns and provides more eco-
nomic use of available roughages on the farm. 
Commercial feeding in the West is generally confined to the 
irrigated farming communities. Here the development of irrigated 
pastures and the production of sugar beets are important. An ade-
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quate supply of grain, hay, and sugar beet byproducts is essential 
where commercial feeding practices are followed and the use of 
manure' is an integrated part of farming operations in these lo-
calities. Cottonseed has also become an important feed resource, 
particularly in California and Texas. 
Important feeding areas adjacent to the Western States which 
make substantial contributions to the total volume of fed livestock 
in the West are the North Platte Valley in Nebraska and the 
winter wheat pastures of central and western Kansas, Oklahoma, 
and the Texas Panhandle. Each spring large numbers of cattle from 
New Mexico and Texas move northward to the Osage pastures of 
Oklahoma and to the Flint Hills pastures of Kansas. In the spring 
of 1951 approximately 369,000 head moved to these pastures. 
Before the quarantine was placed on imports of cattle from 
Mexico about 450,000 cattle for feeding purposes were shipped into 
the United States from Mexico each year. Most of these cattle en-
tered New Mexico, Texas, and Arizona. Lifting the embargo on 
shipments of Canadian cattle to the United States has helped to 
fill the demand for pasture and feeding cattle. Many of these cattle 
reach the feed lots of the North Central States. In 1950 about 
461,000 head of cattle were imported from Canada. 
Shifts in Use of Established Marketing Facilities and 
Introduction of New Methods of Selling Western Livestock 
With an increased total output of western meat animals has 
come an increase in the total volume of livestock marketings in the 
West. At the same time methods of marketing western livestock 
have undergone some rather revolutionary changes. 
Since 1925 marketings have followed an irregular pattern which 
is highly correlated with the volume of production. The lowest 
point in marketings came with the extreme drought and low prices 
of the 1930's, when 4.2 billion pounds were marketed. Record mar-
ketings of 9.5 billion pounds were reached in 1945. Since 1945 the 
sales volume of western meat animals has ranged between 8.5 and 
9.5 billion pounds annually (fig. 2). 
The composition of marketings in recent years shows that cattle 
and calves account for approximately 78 percent of the total. Sales 
of sheep represent about 13 percent and hogs 9 percent of the total 
pounds sold. 
Short-run adjustments in the production of western livestock 
have not always been followed by immediate increases or decreases 
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in livestock marketings.14 This results primarily from decisions 
either to expand or contract numbers of breeding stock and also 
from the time lag required to adjust inventory numbers. This prob-
lem of time lag is particularly important in the case of cattle. 
TOTAL MARKETINGS AND 
PRODUCTION OF ALL MEAT ANIMALS 
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Fig. 2. Since 1945 the sales volume of western meat animals has ranged be-
tween 8.5 and 9.5 billion pounds annually 
Yearly marketings of meat animals usually continue to increase 
for a few years after the turn downward in numbers because annual 
liquidations of breeding stock are added to the numbers that are 
otherwise to be marketed. A similar delay occurs after numbers 
again turn upward. Normally, production of beef does not recover 
until the effect of small calf crops plus the withholdings for replace-
ments is offset by the larger calf crops and as numbers of breeding 
stock are rebuilt. Decisions to increase or decrease livestock numbers 
are influenced by many conditions. Most of these conditions, such as 
14Note : In the long run total marketings average greater than total net 
production because some animals are marketed more than once, being marketed 
as feeders first and as finished animals later. In the marketings ( B.A.E.) the 
weight is counted each time an animal is marketed, but net production figures 
( B.A.E. ) include only the total pounds produced in all stages of production. 
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changed economic conditions, droughts, shortages of materials, feed 
and labor, are often beyond the control of the individual stockmen. 
An analysis of the composition of regional marketing of meat 
animals shows that farmers and ranchers in the Southwest sell about 
New type specially designed "livestock dispatch" car has eliminated 24 hours 
of time and one stop for feed, water, and rest between Ogden and Los Angeles. 
(Photo courte y of Union Pacific Railroad Co. ) 
40 percent of the regional total, while marketings in the Inter-
mountain and Pacific Coast States account for 35 percent and 25 
percent, respectively.15 
Cattle by volume of marketing is by far the chief class of 
livestock sold in all areas of the 12 Western States. Generally, mar-
ketings of sheep and lambs are relatively more important to Inter-
mountain and Pacific Coast States than in the remainder of the 
\Vest. Marketings of hogs and of sheep are .of about equal impor-
tance in the Southwest in terms of total ·pounds sold. 
New Techniques in Transportation, Refrigeration, Whole-
saling, and Retailing of Products of the Livestock Industry 
The more rapid and more flexible transportation facilities now 
available have tremendously influenced maJ.lketing methods. Both 
rail and truck services have been greatly improved and speeded up. 
Truck transportation has also had a far-reaching influence in initiat-
ing changes in the methods of marketing livestock by increasing 
the number of market outlets available to producers. The truck 
has made it possible to remove the limitations on minimum size 
of shipments, reducing the time in transit, and thus has provided 
the livestock producer with ~ flexible service available at any hour 
15Southwestern Area includes: Arizona, New Mexico, Texas; Intermoun-
tain Area includes: Colorado, Idaho, Montana, Nevada, Utah, Wyoming; 
Pacific Coast Area includes: California, Oregon, Washington. 
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of the day or night. The even faster service of the airplane may in 
some way be adapted to livestock marketing and meat distribution 
and influence our livestock industry in the future. 
Refrigeration improvements have tended to contribute to 
changes in eating habits. The increased demand for beef in relation 
to that for pork in the last decade may have in part resulted from 
the availability of improved refrigeration facilities in rural areas 
and smaller towns which has made it possible to put fresh , high 
quality meat before consumers throughout the entire year. Pre-
packing meat and meat products and other recent developments in 
retailing and wholesaling are also playing a part. in changing con-
sumer buying habits. 
Shifts in De1nand Characteristics for 
Western Slaughter Livestock and Meat 
Since 1925 more and more livestock has been slaughtered at 
interior points or at western towns and cities removed from the 
larger western terminal markets. During the last 25 years interior 
packing plants increased their volume of slaughter by one and two 
thirds, while packers located at terminal market points increased 
their volume by only two thirds. Increased mileage of improved 
roads, development of refrigerated motor trucks, refrigerated rail 
cars, and improved facilities for wholesaling and retailing meat, 
including food locker plants and the use of home freezers, have 
made it possible and desirable to market and slaughter western 
meat animals near production areas. Changes in comparative 
freight rates between live animals and dressed meat have also been 
an important factor in this respect. 
In addition to the change in geographic pattern of location of 
packing plants, the flow of meat animals from western farms and 
ranches to feed lots and slaughtering houses within the 12-state 
area has increased. At the same time the eastward movement of 
these animals has steadily declined. 
Prospects for an increasing number of the livestock raised in 
the West being slaughtered locally and consumed in the West are 
largely dependent upon the growth of human population. During 
the last 25 years, the population of the 12 Western States has grown 
more than three times as fast as that of the rest of the country. The 
rate of increase in the West is expected to continue greater than 
that of the other 36 states. 
It seems logical to assume that any material increase in human 
population would be accompanied by more or less proportionate 
gains in consumption of meat. From 1925 to 1950, slaughter of 
TRADE IN WESTERN LIVESTOCK AT AUCTIONS 27 
meat animals in the West practically doubled, while population 
gained about 70 percent. Western slaughter requirements were 55 
percent of total western production of meat animals in 1924-28, 
but by 1946-50 these had increased to 86 percent. 
The inroads made by western packers on supplies of slaughter 
animals in the Western States is brought out in the accompanying 
chart. The territory to the west qf each of the "lines of east-west 
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Fig. 3. The territory to the west of each of the lines of east-west movement 
is the approximate area in which net marketings of livestock equal the 
slaughter in western packing plants for the period shown 
movement" on the three maps is the approximate area in which net 
marketings of livestock equal the slaughter in western packing 
plants for the particular period shown. This 'does not mean that 
all meat animals raised to the west of these lines are slaughtered in . 
the West. Actually, shipments of livestock cross these lines from 
considerable distances on either side (fig. 3). 
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Part II 
ECONOMIC IMPORTANCE OF THE WESTERN LIVESTOCK 
INDUSTRY AND PRESENT METHODS OF 
MARKETING USED BY FARMERS 
AND RANCHERS 
A. Economic Significance of the Western Livestock 
Industry at the Present Time 
P RODUCTION and marketing of livestock are important to the ec.onomy of the West. At the present time approximately a 
third of the total cash farm income received by western farmers 
and ranchers is derived from sales of m~at animals and wool. 
Consumer expenditures for meat account for about a fourth of 
the total food dollar. Cattle, sheep, and hogs produced in the West 
have long been an important source of high-protein food for 
western consumers. 
The 12 Western States have a land area of approximately 
923,000,000 acres of which 575,000,000, or about two thirds, are 
used for grazing. A large part of the 72,000,000 acres of cropland 
is also devoted directly or indirectly to production of meat animals. 
Western farms and ranches produce about 40 percent of all beef 
cattle and approximately 65 percent of all sheep and lambs in the 
United States. Western livestock contributes balance and stability 
to the agricultural industry of the region and to other segments 
of the American economy. 
The raising of livestock in the West is closely integrated into 
the agricultural economy of the rest of the United States. The 
West furnishes substantial numbers of feeder cattle and sheep to 
the Corn Belt. In tum, the Corn Belt supplies large numbers of 
live butcher hogs to the Western States (principally the West 
Coast) . A second illustration of interregional dependency is the 
large volume of shelled corn, ranch and farm machinery, and 
fertilizer, which is produced outside the region and sold to west-
ern stockmen. 
During the past 25 years, the West has developed a rather 
sizable feeding industry of its own, and the Pacific Coast, Colorado, 
Texas, Idaho, Montana, as well as other Western States, have ex-
panded the commercial livestock feeding industry. About a fifth 
of all the cattle and a third of the sheep on feed in the United 
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States January 1, 1951, came from western feed lots. In addition to 
the production of cattle, sheep, and hogs by farmers and ranchers, 
the western livestock business provides lifeblood to numerous 
allied industries and many benefit indirectly from its existence. 
TOTAL CASH FARM INCOME FROM 
MEAT ANIMALS AND WOOL 
12 Western States, 1949 
MIL. DOLLARS 
o 100 200 300 400 500 600 
TEX ...... 
CALI F." 
COLO ... 
MONT." 
N. MEX •. 
IDAHO" 
WYO •. ,. 
$515MIL 
I I I 
$304 MIl. 
I I I 
$228 MIl. 
$163 MIl. 
$96 MIL . 
OREG." 
WASH. " 
ARiZ ... · 
UTAH· .. 
NEV . . ... 
I 
~88 MIl. 
$83 MIl. 
I 
$82 MIL. 
· ~$6<MIL. 
~ $52 MIL. 
~ $50 ~IL. 
• $32 MIL. 
U. S . DEPARTMENT OF AGRI C ULTURE N EG. 481 99 - XX BUREAU OF A GRICULTURAL ECONO M IC S 
Fig. 4. Although many products contribute to the income of farmers and 
ranchers in the West, the sale of meat animals is by far the most 
important 
B. Livestock Marketing Important to Western 
Farmers and Ranchers 
Although many products contribute to the income of farmers 
and ranchers in the West, the sale of meat animals is by far the 
most important. The estimated value of western livestock on farms 
on January 1, 1951, was about 4.5 billion dollars, or an average of 
$7,667 per farm producing livestock. 
Annual marketings of meat animals and wool, e~clusive of 
dairy products, by western producers amounted to $1,754,251,000 
in 1949. It is estimated that in the same year meat animals for 
farm consumption were worth an additional $66 million. Texas, 
with $515,394,000, led all other Western States in annual cash 
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receipts from meat animals. California, with $303,563,000, ranked 
second in regional importance1 6 (fig. 4). 
The proportion of the total cash farm income received 
from marketings of western meat animals varies by states, and in 
CASH FARM INCOME 
FROM MEAT ANIMALS' 
AN 0 WOOL AS % OF 
TOTAL FROM ALL 
FARM MAR KETI NGS 
12 Weslern Sloles l '1949 
(::::::::::::1 Under 20% 
III 20 - 39 
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Fig_ 5. The proportion of the total cash farm income received from marketings 
of western meat animals ranged from 12 percent in Washington to 69 
percent in Nevada 
1949 ranged from 12 percent in Washington to 69 percent in 
Nevada (fig. 5). The Plains and Intermountain States, exclusive 
of Texas, generally' show the largest proportion of total cash income 
from livestock. In some of the leading livestock states, which are 
16The distinction between western breeders of beef and dual-purpose cat-
tle used for both dairy and beef is not clear-cut, and these classifications over-
lap considerably in most Western States. Because of this, it is difficult to 
show statistically the relative importance of each state in production and 
marketing of animals raised strictly for beef purposes_ As the western dairy 
industry furnishes relatively large numbers of dairy cows and calves for 
slaughter, this complication becomes important, even though such animals are 
generally considered to be an unimportant source of meat. 
The fact that the proportion of dairy cattle to total cattle is particularly 
significant should be kept in mind in any review of western livestock statistics. 
¥lestern sheep production is an example of a joint-product industry in which 
breeding stock is held for the twofold purpose of producing both lambs and 
wool. 
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also important producers of nonmeat agricultural products, the 
percentage of total cash farm income received from livestock may 
be lower than is true for some of the tates which produce less 
livestock but also far less nonmeat products. An example of this 
CASH FARM INCOME FROM MEAT 
ANIMALS AND WOOL, BY TYPE 
CATTLE (,. 
CALVES 
( $1 ,327, 100,000) 
12 Wesl e rn Slales, 1949 
SHEEP, LAMBS 
(,. WOOL 
( $253,300,000 ) 
Figures in Sioies are in millions of dol/or s 
HOGS 
( $ 173, 900,000) 
Fig. 6. In 194-9 approximat ly 75 percent of all ca h receipt from sales of 
meat animals and wool came from cattle and calves, 15 percent from 
sheep and wool, and 10 percent from hogs 
is found in California, where income from fruits and nuts, vegeta-
bles, cotton, dairy products, and poultry represents a substantial 
proportion of the total state cash receipts. Nevertheless, total 
receipts from livestock in this state, measured in dollars, are second 
in regional importance. 
In 1949, approximately 75 percent of all cash receipts from 
sales of meat animals and wool came from cattle and calves; 15 
percent was obtained from sheep and wool, while sales of hogs 
accounted for the remaining 10 percent (fig. 6). 
In all Western States cash farm income from cattle and calves 
is more important than that from either sheep, wool, or hogs. 
Sheep, lambs, and wool rank next to cattle, but the value of hog 
marketings exceeds that of sheep in Texas, Oregon, and Washington. 
As western farmers and stockmen receive such a large propor-
tion of their income from livestock sales, they are interested in 
the marketing services and facilities available. Of particular inter-
est also is the comparative efficiency of the livestock marketing 
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services. The cost of marketing is of special interest, as existing 
conditions dictate that a portion of the ~tockgrower's sales dollar 
must be withheld to pay such expenses. A breakdown of these 
costs reveals that transportation and shrinkage are particularly 
important. Most animals raised in the West are subject to long 
movements to market; as a result, these costs are high compared 
to tpose in other parts of the United States. 
Hauling livestock long distances not only increases the physi-
cal costs of transportation but results in heavy shrinkage and 
increases the chances for bruising, crippling, and death en route. 
Most of these . marketing costs eventually are paid by livestock 
growers in lower prices for their product or in a smaller volume 
of product to market. 
Because regional marketing costs are proportionately large· 
and affect such a large number of farmers and ranchers, careful 
scrutiny of separate items of costs is needed. A more accura!e 
knowledge of costs may actually point the way for more efficient 
methods and may make it possible to reduce over-all marketing 
costs. 
c. Markets Used in Sel ing Western Livestock 
Western producers sell in central or terminal markets, at local 
markets, to packers, to farmers or feeders in the country, or to 
dealers. Producers may act individually or through local coopera-
tive marketing associations. Such sales may take place at the 
ranch or farm within a few miles of where animals are raised or 
fed, or they may move long distances before sale. The relative 
importance of the several methods used by western stockmen in 
one year (1949) is discussed in detail in the next section of this 
report. 
Originally, the NIissouri and Mississippi River markets were 
extremely important receiving points for cattle and sheep produced 
in the West.17 More recently, however, many large and small 
markets ' have been established within the borders of the twelve 
Western States. As the western demand for feeder and slaughter 
livestock increased, these markets have experienced increased pat-
ronage from ranchers, farmers, and packer buyers, and the eastern 
livestock movement has decreased in importance. 
17These markets include: South St. Paul, Sioux City, East St. Louis, St. 
Joseph, Omaha, and Kansas City. 
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The word "decentralization" is descriptive of much of the 
change which has occurred in western livestock marketing in the 
last 25 years. Since 1920 local selling has been by fat the most 
significant development in western livestock marketing. This has 
been in part associated with the rapid growth of the so-called 
"auction market." One reason for the western decentralization of 
livestock marketing has been the greatly expanded demand for 
meat in population centers, particularly on the Pacific Coast. 
The choice of a market outlet is determined partly by avail-
able markets, the type of animals offered for sale, the market con-
dition, and the presence or absence of buyers for specific types 
of livestock. Other determining factors in the choice of market 
are directly related to the type of farm or ranch unit, past marketing 
habits, and information available to the producer. Livestock feed-
ers, small diversified farms with livestock, and the large range 
livestock units generally use different marketing outlets. 
Central Markets 
One of the oldest forms used in the organized buying and 
selling of livestock by western stockmen was the central or termi-
nal market.18 Long before the West had any organized markets, 
western cattle and sheep were being transported to eastern "river 
markets" 'and eastern consuming centers. 
As the West grew and as new consumers were added, the need 
for western markets and local packing establishments developed 
rapidly. At about the turn of the century a few large public stock-
yards were established in the territory west of the 100th meridian, 
and by 1915 nine terminal public markets had been organized. 
Eastern markets are still important outlets for certain grades and 
classes of meat animals produced by western stockmen. 
Western public markets provide facilities for the handling, 
care, weighing, buying and selling of livestock, and serve as central 
points where buyers may acquire livestock for slaughter or for 
stocker or feeder purposes. In addition, in-transit shippers often 
use the facilities and services provided while they are moving their 
livestock from one distant point to another. 
From 1945 to 1949, salable receipts19 at the 14 western public 
stockyards accounted for about 18 percent of all cattle sold at the 
18The term "terminal public markets" as used in this report refers to the 
66 markets on which the Production and Marketing Administration assembles 
market information. Technically many of these are not terminal markets. 
19Salable receipts represent the number of livestock actually sold at the 
market, and exclude the numbers of animals received but not sold. 
An example of the facilities available at one of the larger western terminal 
public market (Photo courtesy Denver Union Stockyard Co.) 
66 principal United States terminal markets. Western terminal 
markets also handle about 36 percent of the United States sheep 
sold at such market, and 4 percent of the hogs (fig. 7). 
In 1948, approximately 97 percent of the total cattle receipts 
at western terminal markets originated within the 12 Western 
States, with only 3 percent coming from the Plains States bordering 
the Western Region. In that year, Denver, Fort Worth, Los Angeles 
San Antonio, and Ogden were the principal western markets from 
the standpoint of total salable receipts for all classes of livestock. 20 
These five markets accounted for more than 80 percent of all sales 
at the fourteen western markets (see appendix A, table 1). 
In the last 25 years, San Antonio has been the fastest growing 
western terminal public market, followed by Los Angeles, Ogden, 
Spokane, North Salt Lake, and Denver. As a group, terminal 
markets on the Pacific Coast have shown the most rapid gains. 
The degree of east-west shift in volume of terminal market 
receipts from 9 western surplus cattle and sheep producing states 
is shown in fig. 8 and 9. In 1949 farmers and ranchers living in the 
20Total salable receipts are measured in term of marketing equivalents. 
On marketing equivalent is 1 cattle, 3 calves, 4 hogs, 10 sheep. Such rela-
tionships are based on comparative market weights of such animals. 
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Intennountain and Pacific Coast States sold about 22 percent of all 
their livestock direct to terminal markets. 21 Additional business at 
tenninals includes consignments by dealers, order buyers, and in-
transit shipments. 
MIL. 
;;~~.i2 
W=.1 
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Fig. 7. Salable receipts at the 14 western public stockyards accounted for 
about 18 percent of all cattle sold at the 66 principal United States 
terminal markets 
Buyers at western public markets usually include (1) the local 
or regional packers, the local butchers, and locker plant operators 
purchasing for immediate slaughter and for the distribution of fresh 
meat within the immediate area; (2) large packers with a national 
distribution system purchasing either for immediate slaughter or 
for shipment to one of their large plants; (3) order buyers, who 
are usually buying on order for outside parties, such as packers 
and feeders at distant points; ( 4) the stockmen, farmers, or feed-
ers buying stocker or feeder livestock; ( 5) dealers (registered 
operators) who buy on their own account for resale. 
Each market has an organization of commission merchants 
operating at the market which makes up the "exchange." Commis-
sion firms are governed by the rulings laid down by the exchange 
and by those of the Packers and Stockyards Act which are admin-
istered by representatives of the U. S. Department of Agriculture. 
21Similar data for the Southwest are not available. 
Table 4. Number of markets, marketing agencies, and slaughtering plants, 12 Western States, January 1, 1949 
Livestock slaughtererst 
By size 
Terminal public markets Larfe All Local who e- Other 
Sales Order live- coopera- By location sale large Small 
agencies buyers Dealers stock tive fed- non- locals l 
on on on auction marketing Live- At erally federal and 
State Markets com- com- own or associa- stock Interior public in- whole- butch- Total 
mission mission account sale tions dealers 0 markets spected salers ers plants 
barns plants 
Arizona 0 0 0 0 4 0 225 16 0 1 6 9 16 
California 3 19 10 40 78 4§ 550 100 26 58 52 16 126 
Colorado 2 10 4 76 53 3 531 21 16 9 5 23 37 
Idaho 0 0 0 0 31 • 17 200 41 0 4 8 29 41 
Montana 1 5 16 25 12 3 475 8 2 4 1 5 10 
Nevada 0 0 0 0 3 O§ 100 11 0 2 0 9 11 
New Mexico 0 0 0 0 4 0 350 16 0 0 2 14 16 
Oregon 1 7 1 6 38 3 350 78 2 8 23 49 80 
Texas 3 56 36 131 168 1 /I 107 22 18 57 54 129 
Utah 2 12 5 18 8 0 368 34 6 5 11 24 40 
Washington 2 8 1 12 43 1 664 77 5 11 21 50 82 
Wyoming 0 0 0 0 ' 14 0 275 12 0 1 0 11 12 
Total 14 117 73 308 456 32 4,088 11 521 79 121 186 293 600 
°Estimated. 
t Data for May, 1950. Excludes horse slaughterers. 
Un general, plants slaughtering more than 300,000 pounds but less than 2,000,000 pounds liveweight per year. 
§In addition to those qualifying strictly as cooperatives, there are 12 additional local farm bureau associations. One of these ts lo-
cated in Nevada. 
IIData not available for Texas. 
TRADE IN WESTERN LIVESTOCK AT A UCTIONS 37 
SHIPMENTS OF CATTLE AND CALVES FROM NINE 
WESTERN STATES TO TERMINAL MARKETS 
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Fig. 8. East-west shift in volume of terminal market receipts from nine west-
ern surplus cattle producing states 
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Fig. 9. East-west shift in volume of tem1inal market receipts from nine west-
ern surplus sheep producing states 
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The number <?f marketing agencies operating on each western pub-
lic market is shown in table 4. 
In addition to the privately owned commission companies, 
cooperative commission agencies also buy and sell on terminal 
markets. The services performed by these companies are similar 
to those of private firms, except that in some cases surplus earnings 
are returned in the form of patronage dividends to producer-owners 
of the cooperative. The largest firm of this type in the West is the 
Producers Livestock Marketing Association, with general office 
headquarters in Salt Lake City, Utah, and the Texas Livestock 
Marketing Association at Fort Worth, Texas. Both offices are 
affiliated with the National Livestock Producers Association in 
Chicago, but are managed separately. Branch offices of the Salt 
Lake «Producers" are located at Denver, Los Angeles, Phoenix, 
Billings, Ogden, and North Salt Lake. 
The «Producers" performs a dual-purpose function in live-
stock buying activities-those at the terminal markets, i.e., com-
mission buying and selling, and those in the country commonly 
referred to as country-buying activities. A subsidiary of «Producers," 
the Western Livestock Order Buyers, was organized in 1948 to 
provide additional service to livestock producers. In 1948 the 
Utah and Texas offices of the Producers Livestock Marketing Asso-
ciation, including their wester"n order-buyers operations, handled 
615,000 head of cattle and calves, about 2,300,000 head of sheep, 
and approximately 102,000 head of hogs. 
Similar in many respects to the "Producers" is the Valley Live-
stock Marketing Association operating in northern and central 
California, with headquarters at Stockton. For the 1948-49 fiscal 
year the Valley sold $10,785,791 worth of livestock and did an order 
purchase business of $954,965. Sales included 27,429 cattle, 8,444 
calves, 59,565 hogs, and 157;666 sheep. A considerable portion of 
the sales was from consignments of the farm bureau shipping asso-
ciations in California. 
Local Markets 
The three most common methods of local marketing of western 
livestock are: ( 1) selling «in the country" at local points con-
venient to both buyer and seller, (2) selling by auction in nearby 
communities and towns, and (3) selling through local livestock 
shipping associations. 
Local «in the country" sales usually include the following dif-
ferent kinds of buyers: (1) order buyers, who fill orders for ship-
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ment to fanners and ranchers, feeders, and packers; (2) dealers 
buying on own account, who resell to fanners and ranchers, pack-
ers, or to other dealers at auctions or at terminal markets; (3 ) 
farmers , ranchers, feeders , or packers who buy directly from 
producers for their own immediate use; and (4) auction operators 
or commission firm repre entatives who buy for resale at auctions 
or tenninal markets. 
Points at which country selling prices are agreed upon are, 
for all practical purposes, «the market" for this type of transaction. 
The market may be a loading chute, a corral fence, a pasture where 
livestock are grazing, a railhead, a hotel lobby, or any place where 
buyer and seller meet and agree on prices. Country buying in the 
West is not confined entirely to feeder stock, as both slaughter and 
stocker livestock are also bought in this way, but country buying 
is more common for feeder livestock. Cattle and sheep in the 
range country are often contracted for early in the year, and in 
some years they are actually bought before the animals are born. 
Conditions surrounding a sale usually include decisions on the 
point at which animals can be weighed and loaded, the distance 
to be trailed before weighing, the number of hours off feed and 
water, or other shrinkage considerations and special sorts or cut-
back allowances. 
Carlot ales of cattle is a common practIce at many of the larger western auc-
tion . (Photo courtesy Amarillo Live tock Auction Co.) 
40 ' UTAH AGRICULTURAL EXPERIMENT STATION BULLETIN 352 
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Fig. 10. Growth of auctions in the West since 1940 has been faster than in 
other sections of the United States, gaining almost fourfold in the 
1937-49 period, compared with only a 60 percent increase elsewhere 
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One phase of direct country purchases that has become impor-
tant in recent years is buying by feedlot operators located on the 
Pacific Coast and in the Corn Belt. Some feeders prefer to buy 
livestock on inspection prior to shipment. Others follow a long-
standing practice of buying from the same range operator year 
after year with no inspection before purchase. About 94 percent 
of all direct eastern feeder cattle shipments from the western range 
states in 1950 originated in Montana, Wyoming, Colorado, New 
Mexico, and Texas. The proportiori of direct shipments of cattle 
and sheep from the Plains States to the East has declined and 
direct movements to the West Coast have increased in recent years. 
The marketing of livestock at points comparatively near pro-
ducing areas through the livestock auctions has become increasingly 
, popular in recent years. 
Livestock auction selling in the Corn Belt was important in 
the 1930's, but it was not until about 1940 that ifbegan to develop 
rapidly in the West. Although statistical records before 1936 are 
not available in all states, it is probable that there were not more 
than 8 auctions in the Western States before 1925. By 1937 some 
119 were reported. Between 1937 and 1949, 337 were added, 
making a total of 456 on January 1, 1949. The value of livestock 
sold through auctions in 1948 was $847,277,000 (see appendix A, 
table 2). Growth of auctions in the West since 1940 has been faster 
than in other sections of the United States, gaining almost fourfold 
in the 1937-49 period, compared with only a 60 percent increase 
elsewhere. The location of United States auction markets in 1937 
and in 1949 is shown in fig. 10. Most western auctions are relatively 
small in terms of volume of livestock handled, but approximately 
9 percent of the total are supervised (posted) under the Packers 
and Stockyards Act. These posted auctions handled approximately 
30 percent of the annual western regional auction business in 1948. 
Farmers in the Intermountain States sold 30 percent of the 
cattle, 8 percent of the sheep, and 48 percent of the hogs through 
auctions in 1949. Corresponding data for the Pacific Coast were 
18, 4, and 24 percent, respectively.22 
Local shipping associations of the' West are concentrated 
largely in Idaho and California. On January 1, 1949, some 17 of 
45 of these associations were in Idaho, and 16 were in California. 
The function of most shipping associations is to assemble lots of 
livestock from farmers, to sort and shape up less than carload lots 
22A more complete discussion on marketing agencies used by western 
producers is found on page 42 of this report. 
Table 5. Marketing agencies used by farmers-selling and buying livestock, Pacific Coast and Intermountain Areaso 
1949 
Pacific Coast Intermountain 
Intermountain No. of head No. of head and 
Cattle Sheep Total Cattle Sheep Total Pacific Coast 
Marketing agency and and mkt. and and mkt. total market 
calves lambs Hogs equiv. calves lambs Hogs equiv. equivalent 
Selling through 
percent percent percent 
1. Terminal markets 21 27 25 22 22 23 17 22 22 
2. Auctions 18 4 24 18 30 8 48 27 22 
3. Farmers direct 11 12 7 10 14 27 7 16 13 
4. Local dealers and truckers 14 24 11 1.5 27 32 14 27 20 
5. Packers direct 36 31 31 35 7 10 10 8 23 
6. Livestock shipping association t 2 2 t t t 4 t t 
Total 100 100 100 100 100 100 1 100 100 100 
Buying from 
1. Terminal markets 14 23 40 17 6 5 7 6 13 
2. Auctions 21 5 21 19 41 13 47 36 25 
3. Farmers direct 51 49 36 50 45 73 37 50 50 
4. Local dealers and truckers 14 23 3 14 8 8 8 8 12 
5. Packers direct t t t t t 1 1 t t 
Total 100 100 100 100 100 100 100 100 100 
°Data not available for the Southwestern Area. 
t = less than 1 percent. 
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into acceptable packages, and to ~ct as the selling agent for the 
producer. In California, shipping associations most often serve as 
an agent of the buyer and as such solicit business and truck live-
stock to the buyer's establishment. Total sales of livestock through 
western shipping associations are relatively unimportant. In 1949 
they handled less than 1 percent of cattle and sheep and only 
3 percent of the hogs sold by farmers. 
D. Types of Markets and Marketing Agencies Used 
by Western Farmers and Ranchers in 1949 
and the Relative Importance of Each 
A summary of records from 9,000 livestock producers in the West 
shows that the annual sales of livestock are greater than the volume 
of livestock purchased. Producers in the Intermountain Area pur-
chased only 27 percent as many cattle, 21 percent as many sheep, 
and 20 percent as many hogs as they sold in 1949. Comparable data 
for Pacific Coast producers were 41,30, and 45 percent, respectively. 
Similar data for the Southwest are not available. The existence of 
a large West Coast livestock-feeding industry which necessitates 
the purchase of substantial numbers of feeder cattle and sheep 
explains much of this difference. The necessity of acquiring more 
replacement stock-stocker cattle, stocker sheep, and dairy cows-is 
another reason for relatively higher percentages of livestock pur-
chased by producers in the Coastal States. 
Agencies Used in Buying and Selling 
Livestock on the Pacific Coast 
Direct sale to packers was the chief single method of market-
ing livestock used by West Coast producers. Thirty-five percent of 
all cattle, sheep, and hogs (measured in marketing equivalents) 
moved in this way (table 5). Another 22 percent of all livestock 
was sold through terminal markets. Auctions, with 18 percent of the 
total; local dealers and truck buyers, with 15 percent; and direct 
sales to other farmers of 10 percent, represented other methods used 
by these producers. Approximately a third of all cattle sold on the 
Pacific Coast went direct to packers, about 21 percent through 
terminal public markets, and 18 percent to auctions. . 
Three methods of sale used by producers on the West Coast 
in the marketing of sheep predominate. Thirty-one percent of all 
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sheep and lambs were sold direct to packers, 27 percent moved 
through terminal markets, and 24 percent were sold to dealers. Only 
limited use is made of auctions in the sale of sheep. Of all marketing 
outlets available in this area, livestock shipping associations were 
least used by farmers and ranchers; they ~cquired only 2 percent of 
all hog and sheep sales. . 
Sales of hogs were about equally divided among terminal pub-
lic markets, auctions, and packers, with direct sales to packers 
somewhat larger than the other two methods. 
Pacific Coast farmers and ranchers bought more cattle and 
sheep from other farmers and ranchers than by any other method, 
but most hogs were bought from terminal markets. Producers 
use different markets when they sell than when they buy. 
Agencies Used in Buying and Selling 
Livestock in the Intermountain Area 
Livestock producers of the Intermountain States sell the largest 
quantity of their livestock at auctions and to livestock dealers. Auc-
tion consignments amounted to 30 percent for cattle and 48 per-
cent for hogs. Dealers bought 32 percent of all the sheep, 27 per-
cent of the cattle, and 14 percent of the hogs. Terminal markets 
acquired 22 percent of cattle and calves, 23 percent of the sheep 
and lambs, and 17 percent of the hogs. Direct movements to pack-
ers and livestock shipping associations were the least used outlets 
for all kinds of livestock sold in the Intermountain Area. Packers 
bought only about 8 percent of all livestock, and livestock shipping 
associations handled less than one half of one percent of the total 
movement. The latter agencies, which are located largely in Idaho, 
were limited to hog sales. 
In 1949, about half of all purchases were made from other 
farmers, an additional 36 percent from auctions, and about 6 per-
cent at terminal markets. Another 8 percent was bought from dealers. 
More than 70 percent of the sheep or lambs were bought from 
other farmers and ranchers (table 5). 
Channels Through Which L.ivestock Move 
Western livestock of different types and classes move through 
several different marketing channels from original producer to 
packing plants, to feeders , breeders, or to other users. The channel 
of movement for a specific kind or class of livestock in the Inter-
mountain Area varies widely from that used on the West Coast. 
The channel used in 1949 as cattle, sheep, and hogs moved from 
producers to the several outlets is shown in fig. 11 and 12. 
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Fig. 11. Livestock in the Intermountain Area moves through several different 
marketing channels from original producer to packing plants, to 
feeders, breeders, or to other users 
These figures illustrate only the differences in the total pattern 
of movement for major classes of livestock. A specific class, such as 
dairy cows, would have its own separate marketing channel, but 
these channels are not shown here. 
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Fig. 12. The channel of movement for a specific kind of livestock on the West 
Coast varies widely from that used in the Intermountain Area 
Percentages shown inside each circle indicate the relative im-
portance of each outlet or marketing channel used. Farmers and 
ranchers are identified as the sole source or origin for the entire 
movement, and purchases by packers, farmers, feeders, and others, 
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plus the quantity repurchased by dealers and auctions, account for 
the total destination. The figures on the lines connecting a given 
origin and a given destination record the percentage of the total 
passings by specific channels. Most classes of meat animals marketed 
by livestock shipping associations (designated by an open circle) 
represent less than one percent of total sales by farmers. 
Table 6. Channels of movement from farmers and ranchers to market and to 
other outlets, Pacific Coast and Intermountain Areas, ° 1949 
Pacific Coast Intermountain 
Cattle Sheep Cattle Sheep 
Marketing channels and and and and 
calves lambs Hog~ calves lambs Hogs 
percent percent 
Direct sales through no 
intermediate markets 47 43 38 21 37 17 
Through terminal public 
markets only 21 27 25 22 23 17 
Throufh one or more 
loca outlets 30 25 33 52 38 59 
Through both local outlets 
and terminal markets 2 5 4 5 2 7 
°Data not available for the Southwest Area. 
Some livestock move between two or more individual markets 
of the same type, such as dealers' sales to other dealers, auctions 
to auctions, and terminal markets to other terminal markets. The 
entire volume of these movements was not obtained in this study. 
The proportion of total marketings moving through each out-
let comprises only that portion of the livestock sold by farmers and 
ranchers in each designated area. Western livestock shipped from 
their respective areas, either the Pacific Coast or Intermountain, to 
such points as Corn Belt feed lots, to terminal public markets at 
river points, or to packing plants lying outside the region, are con-
sidered a part of the western movement and are included. No data 
are available for the Southwestern States. 
A summary of the more general types of market movement is 
shown in table 6. 
An over-all summary for the Pacific Coast and the Intermoun-
tain States indicates that farmers and ranchers sell a smaller pro-
portion of their total marketings through terminal markets and to 
other farmers, ranchers, and feeders now in comparison with an 
earlier period. However, they have increased the relative volumes of 
marketings to packers, auctions, and dealers. 
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Part III 
AUCTION MARKETING OF LIVESTOCK IN THE 
WESTERN STATES 
A. General Characteristics of Western Auctions 
Historical Background and Development 
THE auction method of selling is no novelty in the Western States, as considerable livestock were sold by auction at so-called farm 
dispersal sales long before the regular livestock auctions were 
started. 
What is believed to be the oldest livestock auction in the West-
ern States was established in Miles City, Montana, in 1900. But this 
market, which was used exclusively for horses, was short-lived and 
closed within a few years after formation. 
It was not until 1917 that the first auction used solely for mar-
keting meat animals was introduced in the West. In 1916, George 
C. Kruetzer, the farm adviser of Kern County, California, proposed 
to the director of the Agricultural Extension Service that a method 
of livestock sale which had been used in Australia might be set up 
to the advantage of producers in that state. Mter approval was 
obtained, Kruetzer submitted his plan to the Farm Bureau of Kern 
County. In the proposal, four objectives were sought: (1) buyer 
competition, (2) a simple method of assembling and marketing 
livestock, (3) improvement of quality, and (4) the obtaining of a 
premium for quality. 
The first auction sale was held at Wasco, California, on Febru-
ary 10, 1917. Sales were restricted to hogs. Usually they took place 
without the benefit of a sales barn or the numerous spectators and 
all the things that go to make up the livestock auction today. These 
sales were" made up of the offerings of farmers in the immediate 
area. Following initial successes in Kern County, similar auctions 
spread to Tulare and Kings Counties the following year. 
Early in the 1920's, an auction, which specialized in the sale 
of dairy cattle, opened in Los Angeles. This market was tied di-
rectly to the increased demand for market milk, which in turn was 
stimulated by a rapidly growing population. In the Los Angeles 
area, milk was supplied from the so-called "dairy factories," with 
feed and cows being imported from outside. Because of this highly 
specialized form of milk production, a problem arose in distribut-
ing replacement cows and heifers to dairymen. Development of the 
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dairy cow auction partially filled this need and this auction has re-
mained an important method of distributing replacement dairy 
stock in the Los Angeles area. 
Table 7. Organization periods of western auctions by areas, 1910-49 
Number of auctions Percentage of total 
Period Inter- Pacific South- West. Inter- Pacific South- West. 
meuntain Coast west Reg. mountain Coast west Reg. 
1910-1914 
1915-1919 4 4 2 1 
1920-1924 2 1 3 1 0 1 
1925-1929 2 1 3 1 0 1 
1930-1934 25 6 0 31 21 4 0 7 
1935-1939 50 25 59 134 42 16 34 29 
1940-1944 14 38 19 71 11 24 11 15 
1945-1949 32 82 96 210 26 52 55 46 
Total 121 159 176 456 100 100 100 100 
°Less than 1 percent. 
The first three auctions established in the West sold only on~ 
kind of livestock, but specialized selling did not remain as a pre-
dominant sales characteristic of western auctions. Today, most auc-
tions in the West handle more than one type of livestock at a single 
sale, although cattle account for most consignments. Of the 456 
livestock auctions of all types operating in the 12 Western States 
on January 1, 1949,23 448 sold cattle and other classes of meat ani-
mals. The remaining 8 sold either hogs or horses. Approximately 5 
of the auctions that sold cattle specialized in sales of dairy cattle. 
The organization and development of western auctions took 
place over a period of approximately 30 years (table 7).24 Since 
1935 the number of markets has increased rapidly, with the greatest 
. growth occurring in the 1945-49 period (fig. 13). 
Within the region the growth pattern varies by states and by 
areas. For example, the peak period of growth came earlier in the 
Intermountain States than in the Pacific Coast States or the South-
west. For the Intermountain States growth in number of auctions 
was greatest from 1935 to 1939. For the Southwest and Pacific Coast 
the largest number was started after 1945. Trends in both numbers 
23Number includes special dairy auctions, but excludes purebred and 
ordinary farm dispersal sales. 
24See tables 3 and 4, appendix A, for number of auctions and estimated 
numbers of c~ttle and calves sold, by states, for period 1921 to 1949. 
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of markets and volume handled in all states have been upward 
since markets were first established. The stabilization of the growth 
curve for auctions in the Intermountain States has been influenced 
by the comparatively early development of auction markets in Col-
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Fig. 13. Since 1935 th~ number of auction markets has increased rapidly, with 
the greatest growth occurring in the 1945-49 period 
orado and Idaho and by state regulations, which have limited the 
introduction of new auction markets. For example, before a new 
auction can be established in Montana, an operator must obtain a 
certilicate of public convenience and necessity. 
For the most part, the large growth since 1945 in numbers of 
Southwestern and Pacmc Coast auctions has been in relatively small 
markets. 
Kinds of Auction M ark ets! 5 
Most auction markets in the West are similar to those found in 
other parts of the United States. Animals are driven into the ring, 
offered for sale by the auctioneer, and sold to the highest bidder. 
25Auctions used exclusively for the sale of purebred livestock and the 
ordinary hrm-dispersal sale were omitted from this study. 
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Nevertheless, markets differ with respect to: (1) kind of livestock 
and other commodities handled; (2) total volume of livestock sold; 
(3) location of facilities in relation to terminal public markets and 
other auctions; (4 ) extent of federal and state regulations; and (5 ) 
type of ownership and management. 
The most numerous type of western auctions is often referred 
to as the "small community auction." These markets are generally 
confined to the smaller towns and communities, where once or 
twice a week farmers , ranchers, and others come to buy and sell 
livestock. In addition to livestock, these auctions frequently sell new 
or used farm machinery, automobiles, feed, seed, veterinary supplies, 
household goods, hardware, clothing, and other articles. Some auc-
tions maintain lunch rooms as a part of their over-all operations, 
although these are principally for the convenience of patrons. In 
some cases, lunch rooms are operated for profit by outsiders. Charges 
made for weighing and yardage to nonconsignors of livestock, and 
rental income from use of facilities for fairs , rodeos, and feed lots 
frequently provide additional sources of income to owners. Many 
of these markets are typical of many other part-time businesses. 
Lunch rooms are provided at many auctions for the convenience of patrons 
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One of the larger types of community auctions is the so-called 
«posted auction." This term applies to markets subject to the Packers 
and Stockyard Act. Operations at these markets are supervised by 
federal regulations covering licensing, bonding, rates, services, trad-
Many small local community auctions are found in the Western States 
ing practices, weighing, record keeping, and inspection and care of 
animals while at the auction. Posting does not apply to auctions 
whose area normally available for handling livestock, exclusive of 
runs, alleys, or passageways, is less than 20,000 square feet. On 
January 1, 1949, the West had 39 such posted auction markets. 
In 1948 they handled approximately 30 percent of the annual sales 
volume for all western auctions. 26 
The «special auction" market acquires its name from the fact 
that only one major kind of livestock is sold. These auctions often 
utilize the same facilities used by other auctions. This is frequently 
. the case in sales of feeder cattle or purebred livestock. When such 
";" '~sales are held, the market facilities are used on days other than the 
f egular sales day. 
Approximately 15 percent of all western markets studied were 
classified as «chain auctions." These auctions generally operate 
under common ownership or with tie-in arrangements between dif-
ferent owners, but separate auction facilities are maintained in two 
or more communities. Auctions within the chain are usually located 
geographically within an area of 50 to 75 miles of one another; sale 
• 26Since January 1, 1949, 29 additional auctions have been posted, making 
.. ~ a total of 68 on June 1, 1951. Most nonposted auctions are subject to some 
",' kind of state regulation, 
Ogden is a typical example of a "terminal market auction" located within the 
yards of the stockyards company. (Photo courtesy Ogden Union Stockyard Co.) 
days are staggered, with the same auctioneer, ring men, office per-
sonnel, and yard workers frequently working at all markets. Ap-
proximately half of all auction chains were on the Pacific Coast, a 
third in the Southwest, and the remainder in the Intermountain 
States. 
Five livestock auctions in the West are located within and are 
part of the facilities of public terminal markets. These markets are 
commonly referred to as "terminal market auctions." At such mar-
kets producers consign to a commission firm and the commission 
company, in turn, sells the livestock through the auction. The auc-
tion at Ogden, Utah, is a typical example. This market is the oldest 
of its kind in the region, having been in continuous operation since 
1937. The other four, which are of more recent origin, are located 
at Seattle, Spokane, Salt Lake, and Denver. 
Number and Location 
On January 1,1949, there was approximately one livestock auc-
tion for everyone and one-half counties in the Western Region. 
Texas and California had the largest number of auctions. New 
Mexico, Arizona, and Nevada: with three each, had the fewest (fig. 
14). 
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LIVESTOCK AUCTIONS AND ESTIMATED 
VOLUME OF CATTLE AND CALF 
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12 Western States, 1948 
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Fig. 14. In 1949 there was approximately one livestock auction for every one 
and a half counties in the Western Region 
The San Joaquin Valley of California and central Texas have 
the heaviest concentration of auctions in the West; on January 1, 
1949, there was one auction for every 675-680 square miles in these 
areas. Diversified farming and small livestock enterprises were com-
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mon to both areas. Other heavy concentrations are located in the 
Willamette and Klamath Valleys of Oregon, the Upper and Lower 
Snake River Valleys of Idaho and Oregon, and the South Platte 
Valley in northeastern Colorado. 
The existence of terminal markets apparently has not limited 
the establishment of auctions in the same general location. Of the 
14 western terminal market cities, 11 maintained some auctions. 
Six auction markets were operating at Los Angeles in 1948. In recent 
years a distinct trend has been the establishment of auctions within 
the facilities of terminal markets. However, the 10 largest auctions 
in the West are long distances from terminal market cities. 
An unknown volume of western-produced meat animals (prin-
cipally stocker and feeder cattle) is marketed at auctions located 
outside the region. Some livestock produced outside the region are 
also sold at western sales rings, but many more western-produced 
livestock are sold at auctions outside the 12 Western States than are 
imported into the area from the outside and sold at western auctions. 
Size of Auctions 
The size of an individual auction may be measured in many 
ways, but the particular method used depends mainly upon the 
objective or interest. Four of the more common methods include: 
(1) annual numbers of animals sold; (2) annual dollar value of 
sales; ( 3) land area or square footage of facilities used; or (4) · 
maximum number of animals that can be accommodated or sold at 
a single sale. 
The first two are more frequently used. Actually, at a specific 
auction a high degree of relationship exists between numbers han-
dled and dollar value of sales. The use of square footage or maxi-
mum numbers that can be accommodated at a single sale is not al-
ways significant; at many auctions such factors have no relation 
to total marketings. 
In this study, size has been measured by the actual number 
(head count) of cattle and calves sold at each auction in 1948. The 
volume of hogs and sheep was not available at all western auctions 
for which basic information as to volume was gathered. further-
more, 90 percent of the total dollar value of marketings consists of 
cattle and calves. 
One characteristic of western auctions is the small size of busi-
ness operations for the great bulk of the markets. Comparatively 
few markets sell most of the livestock (table 8). The largest auc-
tions (13 percent of the total number) handled over 50 percent of 
all livestock sold. One third of the markets selling less than 5,000 
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head of cattle annually accounted for less than 7 percent of all 
cattle sales, at western auctions. At these small auctions, sales aver-
aged less than 100 head of cattle per sale. 
Table 8. Distribution of cattle sales by size of auction, 12 Western States, 
1948 
Accumulative 
Size of auction Auctions Sales volume percentages 
(no. head % of % of No. of No. of 
all cattle) No . . total No. of head total auctions head 
0- 2,499 83 18.8 106,400 1.6 18.8 1.6 
2,500 - 4,999 68 15.4 233,400 3.5 34.2 5.1 
5,000 - 9,999 102 23.1 716,400 10.7 57.3 15.8 
10,000 - 19,999 87 19.7 1,198,200 17.9 77.0 33.7 
20,000 - 29,999 45 10.2 1,056,500 15.7 87.2 49.4 
30,000 - 39,999 19 4.3 618,100 9.2 91.5 58.6 
40,000 - 49,999 12 2.7 529,200 7.9 94.2 66.5 
50,000 - 59,999 7 1.6 364,800 5.4 95.8 71.9 
60,000 - 69,999 5 1.1 320,600 4.8 96.9 76.7 
70,000 - 79,999 1 .2 78,000 1.2 97.1 77.9 
80,000 - 89,999 4 .9 340,000 5.1 98.0 83.0 
90,000 - 99,999 3 .7 279,500 4.2 98.7 87.2 
100,000 and over 6 1.3 856,600 12.8 100.0 100.0 
Total 442 100.0 6,697,700 100.0 
State-to-state comparisons as to size show that what is true for 
the region or area as a whole is not necessarily true for an indi-
vidual state. For example, auctions in Montana and New Mexico 
are relatively large, and markets in Washington and California are 
small. In Montana, chiefly because state regulations require a state 
certificate of public convenience and necessity, only 1 of the 12 
auctions sells less than 20,000 cattle annually. But Washington auc-
tions averaged only 4,600 head per auction, with more than 90 per-
cent of all markets selling less than 10,000 head. 
The smaller auctions are usually found in the dairy; fruit, truck, 
and mixed farming; and general farming areas, where small diversi-
fied farms are the rule. Auctions in the range livestock and the dry 
land plains wheat areas tend to be larger than the average, al-
though there are some exceptions. 
Some of the largest livestock auctions in the United States are 
located in the West. In 1948 the auction at Amarillo, Texas, was the 
largest single western auction. This market sold more than 200,000 
head of cattle in this year, and during the drought year of 1950 
sales passed the 300,OOO-head mark. Two other large auctions are 
located at Clovis, New Mexico; the combined 1948 sales of these 
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two markets approximated 300,000 head of cattle. Other large 
auctions selling more than 100,000 head annually are located at 
Lubbock and Cuero, Texas; La Junta, Colorado; and Idaho Falls, 
Idaho. More than 95 percent of the dollar value of business at the 
above markets was in cattle. Some of these larger markets sell 
cattle exclusively. Of those listed, Idaho Falls, and La Junta, sold 
both hogs and sheep in addition to cattle. The operations and serv-
ices performed by these larger auctions are, for all practicable pur-
poses, comparable to those rendered at western terminal markets. 
On the average, auction markets in the West are larger than those 
found in other parts of the United States. 
The 1948 volume of cattle and calves sold at the six largest 
auctions in the West exceeded the annual sales in the same year at 
7 of the 14 western terminal markets, namely, South San Francisco, 
Billings, Spokane, North Salt Lake, Stockton, Seattle, or Pueblo. 
At auctions in the range livestock areas feeder cattle are sold in large lots. 
(Photo courtesy The Record Stockman) 
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B. Conditions Giving Rise to Auction Development 
It is not possible to point to a single factor as the sole reason for 
the growth of western auctions. The introduction of this new mar-
keting technique was a direct result of a combination of several 
interrelated socio-economic forces. 
These include: (1) a proportionately large number of all farms 
and ranches with small odd lots of livestock for market; this has 
been stimulated by an increase in numbers of -dairy stock and recent 
trends toward fitting livestock production into farm programs; (2) 
rapid improvement in transportation, exemplified by the number 
and type of trucks and cars per farm, rapid construction of all-
weather farm roads and highways, and wide development of com-
mercial trucking; (3) decentralization in marketing generally, and 
the trend toward slaughter of livestock nearer the source of pro-
duction, accompanied by the practical use of refrigeration and pro-
cessing meat and livestock products at local points; (4) changes in 
general economic conditions in the West; (5) improvements in col-
lection and dissemination of market news and market statistics, 
which has enabled buyers and sellers at country points to keep in 
closer touch with market conditions; (6) social and psychological 
factors, including a desire on the part of producers to se,e livestock 
sold vs. the "private treaty" system as it prevails at terminal mar-
kets; (7) wartime regulations, as they affected the livestock in-
dustry, and (8) local pressure from business and community leaders 
to build local business and expand home markets for other goods 
and services. 
Local Market a Basic Economic Need for Small Operator 
The market needs of the farmer with a dairy enterprise or a 
small number of meat animals raised per farm have not been ade-
quately met in the past. The diversity of their production and the 
small number of livestock ready for market at anyone time made 
shipment to public markets, generally located at distant points, 
economically prohibitive. 
More than 70 percent of farmers reporting cattle and calves 
on farms had an inventory of less than 25 head and the marketings 
from such inventories would probably range from 1 to 15 head per 
year (table 9). In addition to this, small operators have many other 
problems in marketing their livestock. 
Before trucks and trailers were in general use, the transpor-
tation problems of the small producer centered mainly around size 
TRADE IN WESTERN LIVESTOCK AT AUCTIONS 59 
of shipment in relation to capacity of the railroad stock car. Size 
of shipment presented no special problem to large operators, as they 
usually had a sufficient number of animals to fill one or more rail 
cars. But for the small producer special arrangements had to be 
made if the most economic use of space was to be accomplished. 
Combining with neighbors' shipments frequently proved unsatis-
factory, and only limited use was made of local livestock shipping 
associations. These local market needs increased with the growth 
of the western economy. 
Table 9. Number of cattle and calves per farm reporting cattle by states and 
areas, 1950 census 
2 5 10 25 50 100 
Area and state 1 to4 to 9 to 24 to 49 to 99 head 
head head head head head head & over 
Pacific Coast 
percent of farms reporting 
Washington 11 30 19 22 11 5 2 
O~on 12 30 19 20 10 5 4 C . orniao 13 24 13 16 13 10 11 
Total 12 28 17 19 11 7 6 
Intermountain 
Montana 3 11 12 23 20 16 15 
Idaho 4 16 19 34 16 6 5 
Wyoming 3 11 11 20 17 15 23 
Colorado 6 16 14 22 17 13 12 
Utah 9 22 15 24 15 9 6 
Nevada 4 11 9 18 16 14 28 
Total 5 15 15 26 17 11 11 
Southwest 
Arizona 8 22 13 16 12 10 19 
New Mexico 10 24 14 18 12 8 14 
Texaso 8 26 19 24 12 6 5 
Total 8 26 19 24 12 6 5 
Western Region 8 24 17 23 13 8 7 
°Preliminary-subject to revision. 
In addition to the iarge terminal markets as an outlet for small 
operators, sales of livestock in the local community was the only 
other alternative. Irrespective of local needs, the sale and purchase 
between producers in the same community was not as frequent as 
one might expect. Small operators lacked knowledge as to the 
specific needs of other farmers and ranchers, and potential buyers 
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(farmers, ranchers, or feeders) often wanted animals in different 
sized lots, sorted according to market classifications. 
For the small producer the problem became one of choosing 
either to dispose of his livestock on the farm or to spend consider-
able time and expense trying to place them in the right market. As 
livestock in many instances was not the major source of income, his 
maximum farm income might actually be jeopardized if other jobs 
were neglected in order to obtain a somewhat higher price for his 
livestock. From the standpoint of convenience, it was easier to sell 
. at the farm to a country dealer. 
Before auctions were established, the gap between these local 
sellers and buyers was bridged largely by the country dealer. These 
buyers traveled from farm to farm, purchasing and selling live-
stock. A principal function of these dealers was to concentrate and 
sort animals into age, sex, and weight classes, for resale. When deal-
ers found that they could not resell in the local area, shipments 
were made to producers at outside country points, to outside dealers, 
or to terminal markets. 
Even though dealers were serving a useful marketing func-
tion by putting livestock in a more usable form before consumption, 
their services at the time were frequently frowned upon by farmers 
as parasitical and nonessential. Much of this feeling developed be-
cause of the bargaining advantage most dealers had owing to their 
superior source of price information and their greater experience 
in judging weight and quality. Faced with limited marketing op-
portunities, the small producer often found himself selling at the 
farm to local dealers. 
Establishment of local auctions provided an additional market-
ing alternative where more buyers could compete for the livestock. 
The privilege of by-bidding made the producer feel that he still 
had a hold on his animals and if he wished he could attend the 
auction and see them sold. Also, if the producer did not feel that 
the price was right, livestock could be taken home without incur-
ring prohibitive transportation costs. 
With the organization of auctions a large part of the job of 
concentration, assembly, and dispersion of livestock in suitable 
buyer packages previously done by country buyers was shifted from 
farms to auctions. In turn, dealer activities for such business shifted 
largely from the headquarters of the livestock producer to the auc-
tion. Most of the so-called "interfarm sales" formerly made be-
tween farmers and ranchers were also diverted to auctions. 
TRADE IN WESTERN LIVESTOCK AT AUCTIONS 61 
Improvements in Transportation and 
Dissemination of Market Information 
The development of good transportation facilities in the sparse-
ly settled areas of the West reduced the time required to move ani-
mals to market and created favorable conditions for the establish-
ment of auction markets. 
Trucks reduce time in transit from farm to market. (Photo courtesy The Record 
Stockman ) 
The 1920 census showed approximately one motortruck to 
every 12 farms in the West, but by 1945 there was more than one 
motortruck to every 1-6/ 10 farms. From 1945 to 1950, the propor-
tion of trucks per farm gained at a rapidly increasing rate. By 1950, 
most western farms and ranches had either a truck or a livestock 
trailer. Commercial trucks were also readily available in all rural 
communities. 
Because of the additional outlets it provides, truck transpor-
tation has had a tremendous influence in initiating changes in mar-
keting methods. This is particularly true for small operators. The 
truck has made it possible to remove the limitations on minimum 
size of shipments, has reduced the time in transit, and has pro-
vided a flexible service available at any hour of the day or night. 
Because of trucks and trailers, it is now possible for small producers 
to sell either to auctions, to packers, to small slaughterers, or, if 
distances are not too great, to terminal markets. 
A small operator finds it convenient to deliver his livestock to 
his local auction. Animals may be taken to town during slack peri-
ods. Payment is prompt and, if he is pressed for ready cash, one or 
two animals can be sold at a time. Usually while in town he con-
ducts other business, so he figures that the entire cost of the trip 
is not solely chargeable to selling livestock. 
With improved transportation facilities , small operators need 
not wait for country dealers; consequently, these dealers do not 
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enjoy the same advantages they had when transportation was more 
difficult and there were fewer markets. 
In addition, methods of communication have improved. Tele-
phones, radios, and newspapers carry current market reports. More 
frequent contact with neighbors sharpens a producer's knowledge 
as to the values of his own stock. All of these make it possible to 
demand a price more in line with true market values. 
Growth Assoc.iated with Changes 
in General Economic Conditions 
Western livestock auctions made their greatest gains during 
a period of expanding business activity and prosperity. Increased 
population in the West, with the accompanying demand for an 
increase in slaughter livestock, increased livestock feeding, and 
decentralization of the western meat packing industry are all cor-
related with the establishment and growth of auctions. 
The largest volume of auction sales occurred from 1940 to 
1950. During this period commercial slaughter of livestock at 
western plants set new records. Through most of this period there 
existed a high level of employment, disposable income had about 
doubled that of 10 years earlier; cash income from marketings of 
livestock reached new levels; and military requirements for locally 
processed meat, especially from 1943 to 1946, were heavy. In gen-
eral, the 10 years of most rapid growth for auctions were char-
acterized by dynamie conditions which affected the demand and 
supply of meat. Meat packers and feeders responded to the pres-
sures on demand by increasing their feeding operations and expand-
ing slaughtering facilities near points of production. 
Livestock auctions which were located or established in the 
vicinity of local slaughtering plants found more packer-buyers 
attending their sales, and fat livestock accounted for an increasing 
proportion of their business. They also discovered that, because 
more animals were fed, their sales yards were becoming an impor-
tant market for stocker, feeder, and fat livestock. 
Auctions were also aided in their growth by a general upward 
trend in livestock prices. After 1940, those who bought and sold 
livestock were in a favorable position to pront because of the 
steady upward movement of livestock prices. Because of these 
favorable price relationships, farmers paid less attention to market-
ing costs. Commissions charged at many new auctions frequently 
did not conform to normal charges at competing markets. Livestock 
dealers, particularly speculative dealers, experienced greater pronts 
than ever before. As auctions provide a convenient place for dealers 
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to buy and sell livestock, some dealers established auctions to facili-
tate their own business transactions. 
Some observers contend that high livestock prices are the sole 
cause of auction growth. Other observers attribute the earlier 
growth of Corn Belt auctions to low prices or the depression of the 
1930's. No doubt livestock prices have played an important role 
in the growth of auctions, but other contributing factors must be 
recognized. 
Wartime Controls and Shortages Favor Local Selling 
The trend toward decentralization of livestock marketing, 
which was well established before World War II, was given new 
impetus after 1943. Shortages of tires, gas, and labor, and short-
ages and delays in transportation, generally favored the selling of 
livestock nearer home. Under such conditions, farmers or ranchers 
preferred to sell at country points because of these increased and 
unforeseeable risks. 
Accelerated local buying of livestock also appears to have 
occurred because of meat shortages and ceiling price regulations. 
In periods when slaughter livestock were in extremely short supply, 
it might be expected that packer buyers would intensify their 
search for animals wherever they could be found. 
Social, Psychological, and Educational Factors 
In general, auction markets are located near the producer in 
contrast to terminal markets, which are established near large 
cities. Community sales, therefore, are more responsive to the 
interests and needs of local clientele. 
The auction system appeals to many farmers and townspeople 
as a fascinating and exciting method of selling livestock. Emotional 
appeal is created by the attraction of the crowd and the interest-
ing show of a good auctioneer. Large numbers of people attend 
solely to hear the auctioneer and to watch the bidders compete. 
The factors of suggestion, initiation, and the outward evidence of 
competition between buyers hold the interest of the crowd. Also, 
the element of risk or gambling is more prevalent at auctions than 
at other markets. That spectators are allowed to observe such 
transactions is an additional attention-getter. 
In many respects a small local auction plays the role of an 
afternoon social for many rural people. Friends are met, acquaint-
ances renewed, methods of farming discussed, and individual agree-
ments made. Comments by farmers and ranchers indicate the 
social nature of auctions. These are typical: "The auction is a 
Table 10. Changes in the volume of all cattle sold by auctions, public terminal markets, and Bureau of Agricultural Economics 
marketings, by areas, 12 Western States, 1940-49 
\ Pacific Coast Intermountain Southwest Western Region 
Public Total Public Total Public Total Public Total 
term. BAE term. BAE term. BAE term. RAE 
Year Auc- mar- market- Auc- mar- market- Auc- mar- market- Auc- mar- market-
lions ketsO ingst tions ketsO ingst tions ketsO ingst tions ketsO ingst 
1,000 head 
1940 255 506 1,648 560 589 1,736 898 1,486 3,677 1,713 2,581 7,061 
1941 336 534 1,642 626 600 1,765 1,109 1,657 3,822 2,071 2,791 7,229 
1942 414 566 1,817 707 693 1,953 1,287 1,947 4,643 2,408 3,206 8,413 
1943 492 484 1,845 789 709 1,946 1,490 1,602 4,561 2,771 2,795 8,352 
1944 603 761 2,370 1,013 888 2,666 1,843 2,133 5,171 3,459 3,782 10,207 
1945 673 769 2,464 1,202 929 2,796 2,188 2,112 5,652 4,063 3,810 10,912 
1946 879 868 2,402 1,523 926 2,937 3,166 1,996 5,481 5,568 3,790 10,820 
1947 1,178 980 2,679 1,678 1,029 2,861 3,589 2,163 5,516 6,445 4,172 11,056 
1948 1,222 887 2,322 1,712 1,039 2,904 3,764 2,024 4,839 6,698 3,950 10,065 
1949 1,323 958 2,391 1,889 1,026 3,000 3,788 1,372 4,601 7,000 3,356 9,992 
1945-49 avg. 
percent % increase over 
1940-44 avg. 151 56 31 117 42 44 149 10 19 140 26 28 
°Data for public terminal markets are salable receipts. 
t Bureau Agricultural Economics marketings excluded interfarm and, for the most part, intermarket agency movements of salable 
livestock, while auction and public market records on volume include all livestock offered for sale even though some of the re-
ceipts may have originated at other auctions or other public m .Slfkets. This accounts for the increase in auction and public market 
volume at a more rapid rate than total Bureau of Agricultural Economics marketings. 
Local business 
firms advertise at 
auctions, and in 
some cases busi-
ness men are re-
sponsible for the 
establishment of 
auctions. ( Photo, 
courtesy Miles City 
Salesyards Co.) 
social center for a lot of farmers." "The auction is a good place for 
farmers to get together." "Farmers go to the auction to visit, to see 
the show, and to see how stuff sells." "The auction brings a lot of 
people to town." 
The educational features of auction selling should not be over-
looked. At an auction a producer can compare his livestock more 
directly with the types and grades offered for sale by other farmers 
and ranchers in his own .community. By so doing, he learns more 
about the true values of his livestock and what is demanded by the 
market. 
Local businessmen often are instrumental in the organization 
of auctions. Their interest, however lies in the business which 
farmers and ranchers bring to their stores. 
Position of Auctions in the Mm'keting of 
Western Livestock Since 1940 
Livestock auctions have captured an increasing proportion of 
total cattle marketings in the West. For the entire region, cattle 
marketed through auctions increased 140 percent from 1940-44 to 
1945-49, as compared to an increase of 28 percent in the total 
Bureau of Agricultural Economics reported marketings (table 10). 
Since 1944, the volume of cattle and calves sold through auctions 
increased more than 100 percent, while total marketings, as reported 
by the Bureau of Agricultural Economics, showed no increase. 
A 10-year comparison of increased volume of auction market-
ings between areas indicates more rapid expansion on the Pacific 
Coast and in the Southwest than in the Intermountain States. In 
the Intermountain States, however, a considerably larger propor-
tion of total marketings through auctions occurred before 1945 than 
in either the Southwest or the Pacific Coast States. For example, 
in 1940, auction sales in the Intermountain States constituted 32 
'percent of marketings reported by the ' Bureau of Agricultural 
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Economics for that area, compared to 25 percent in the Southwest 
and 15 percent for the Pacific Coast. 
The number of cattle and calves marketed through western 
public markets since 1947 has declined slightly, while, for the same 
period, total Bureau of Agricultural Economics reported marketings 
have remained about constant as contrasted with a marked increase 
in the auction method of marketing. Although sales at public mar-
kets in the Intermountain and Pacific Coast States increased from 
1947 to 1949, this increase was more than offset by decreased sales 
at similar markets in the Southwest. 
c. Ownership and Management27 
Ownership of Business 
Partnerships were the more common form of ownership in all 
areas of the West, and were used most extensively on the Pacific 
Coast (table 11). Of the ownership by private individuals there 
Table 11. Type of auction ownership, by areas, 12 Western States, 1948 
Partner- Private Corpora- Coopera-
Area ship indiv. tion tive 
percent 
Intermountain 40 30 30 
Pacific Coast 56 33 8 3 
Southwest 53 42 3 2 
Western Region 50 35 13 2 
were more in the Southwest, while a higher proportion of the auc-
tions organized as corporations were located in the Intermountain 
States. Cooperative auctions played only a small role in the 
region. One such auction in California was under the control of 
the farm bureaus of seven counties. Partnerships and ownership 
by private individuals occurred more frequently at small auctio'ns. 
The corporate form of ownership was more common at the large 
auctions. 
At approximately 30 percent of all auctions studied," the auc-
tioneer had a financial interest in the business. This was more 
27The information reported under the sections entitled "Ownership and 
Management," "Plant and Equipment," and "Methods of Operation" for: the 
Southwest includes estimates for Arizona and New Mexico. Such estimates were 
based upon information obtained from auctions of comparable size in western 
Texas. - ; -
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pronounced on the West Coast, where auctioneers had a finan-
cial interest in more than half of all auctions studied. This was 
found to be most common at small and medium-sized markets. 
When the auctioneer is both owner and manager he may have a 
closer working knowledge of the business and he must satisfy 
both buyers and sellers. But on the other hand, personal considera-
tions on the part of the auctioneer may influence the sale of a 
particular lot of livestock. 
Employees of auctions other than auctioneers occasionally had 
a financial interest in the business, but this was the exception rather 
than the rule. Financial interest by other employees was found to 
be most common in the Intermountain States. 
Ownership of Facilities 
Approximately two thirds of all auctions studied were located 
on property owned by the auction company; 7 percent on rail-
road property; 9 percent on city, county, state, or federal govern-
ment property; and 17 percent on land owned by individuals other 
than auction owners. 
Generally, auction markets are found on the outskirts of a 
town or city adjacent to main highways, railroads, or both. As 
trucks deliver 97 percent of all livestock sold at auctions, suitable 
facilities for trucks is a major consideration in the location of 
auction yards. Adequate parking space and traffic congestion 
within towns and cities are other factors considered in choice of 
auction site. 
Changes .in Ownership and Management 
The average length of time that auctions remained 'under con-
tinuous ownership was 4 years. This varied from 3~ years in the 
Southwest to approximately 6 years for the Pacific Coast. This is 
a relatively short life for an economic enterprise. The recent date 
of establishment of the majority of the auctions in the West is no 
doubt a major reason for the period being so short. 
Both ownership and management changes varied with markets 
of different sizes. Medium-sized auctions showed a greater degree 
of stability than markets of other sizes. The highest rate of turn-
over was at small auctions that did not require a full time manager. 
Approximately a third of all auctions had operated continu-
ously under the same management. All remaining auctions had 
changed manage~ent at least once during the existence of the 
market. The Intermountain States showed the greatest degree of 
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stability, with 43 percent of all auctions remaining under the same 
management since they began. The rate of turnover was more 
pronounced in the Southwest, where 70 percent of all markets had 
changed ownership one or more times since original establishment. 
Previous Business Experience 
In determining the success or failure of a particular auction, 
the type of management is extremely important. The character, 
personality, and ability of the manager bear directly upon the atti-
tude of buyers and sellers and are vitally important in determining 
success or failure in the auction business. Management that cannot 
instill confidence and enthusiasm in its patrons generally does not 
go far. 
Relatively few of the present auction operators have grown 
up with the business, as only 13 percent reported that they had 
had previous experience in managing auctions (table 12). Before 
Table 12. Business of managet prior to association with auction company, 
by areas, 12 Western States, 1948 
Inter- Pacific South- Western 
Business mountain Coast west region 
percent 
Dealer, trader 38 33 41 37 
Auctioneer 7 8 6 7 
Local business man 7 8 6 7 
Professional auction operator 10 15 13 13 
Rancher, farmer, feeder 35 23 34 30 
Other 3 13 0 6 
association· with the auction company, most managers (67 percent) 
had peen either livestock dealers or producers. Seven percent had 
been auctioneers, 7 percent local business men, and 6 percent had 
been jn other forms of business prior to taking over the auction 
company. More than half of the managers were either owners or 
part-owners of auctions. Previous training by managers in the 
auction business appeared to be more frequent at large auctions 
than was the case at small markets. 
The average age of managers who operated auctions in 1948 
was 44 years, with only slight variations in different states. Approxi-
mately 10 percent of all operators were under 35, and 20 percent 
were 55 years or more. Generally, the age of operators increased 
with the size of auctions. 
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Number and Type of Personnel 
In addition to the manager, who is usually one of the owner , 
the hired personnel at an auction generally consists of: auctioneers, 
ring men, yard workers, office personnel, weighmasters, and lunch-
room employees. Part-time employment is c.ommon at all western 
auctions. The number of each kind of personnel needed to operate 
an auction varies with the volume and kind of livestock sold; the 
arrangement of yards, buildings, and other facilities; the method 
of sale; the kind and amount of service rendered; and the efficiency 
of management. 
The auctioneer is a key figure in the operation of the market. 
His is the responsibility of obtaining the highest possible bid for 
the livestock offered for sale. At many smaller auctions the auc-
tioneer has a financial interest in the business. Frequently he per-
forms the dual function of both manager and auctioneer. In most 
cases, one to five ring men assist him in obtaining the bids, as they 
move animals through the ring. At larger auctions, which employ 
more than one auctioneer, the one not crying the sale usually acts 
as a ring man. One ring man generally serves as a price starter. At 
smaller auctions, ring men also assist with the sorting of animals 
prior to sale. 
Yard workers account for more than half of all paid employees at auctions 
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Table 13. Personnel employed per auction, by class, by areas, 12 Western 
States, 1948 
Size of auction Auctioneers Ring men Yard workers o 
(No. of head 
all cattle) P.C. t 1M. t S.W. t P.C. I.M. S.W. P.C. I.M. S.W. 
average number 
0- 4,999 1.4 1.1 1.2 1.6 2.1 2.7 5.1 4.9 7.8 
5,000 - 9,999 1.6 1.2 1.0 2.2 2.5 2.5 7.1 7.8 9.6 
10,000 - 19,999 1.4 1.6 1.2 2.6 3.8 2.2 11.1 8.0 16.2 
20,000 - 39,999 1.8 1.5 1.5 1.7 3.0 2.9 10.3 15.7 15.4 
40, 000 and over 3.0 2.0 2.3 2.3 3.0 2.5 20.7 30.0 20.7 
Total average 1.6 1.4 1.4 2.1 2.9 2.6 8.9 10.3 14.1 
Range 1 to 1 to 1 to 1 to 2 to 1 to 3 to 3 to 4to 
5 3 6 4 10 5 35 35 31 
Size of auction Office workers Weighmasters Total 
(No. of head Western 
all cattle) P.C. 1M. S.W. P.C. I.M. S.W. P.C. I.M. S.W. Region 
average number 
0- 4,999 2.9 2.5 3.5 .9 1.0 .8 11.9 11.6 16.0 12.9 
5,000 - 9,999 3.7 4.2 5.7 .9 1.0 1.0 15.5 16.7 19.8 16.8 
10,000 - 19,999 4.0 3.1 5.4 1.1 1.0 1.0 20.3 17.4 26.0 20.4 
20,000 '- 39,999 5.0 5.0 6.5 1.2 1.0 1.0 20.0 26.2 27.2 25.6 
40,000 and over 8.0 4.7 9.0 1.3 1.7 1.2 35.3 41.3 35.7 36.9 
Total average 4.0 3.6 6.1 1.0 1.1 1.0 17.6 19.3 25.3 20.8 
Range 1 to 1 to 1 to 1 to 1 to 1 to 7 to 8 to 8 to 7.to 
10 8 14 2 3 2 56 59 58 59 
°Includes a small number of unclassified workers. 
tP.C. denotes Pacific Coast; I.M. denotes Intermountain; S.W. denotes South-
west. 
Office workers usually include clerks, paymasters, stenographers, 
bookkeepers and, at larger auctions, an office manager. At most 
auctions, and particularly at the smaller markets, office personnel 
may be required to perform several different types of office work. 
One worker may serve either as clerk or paymaster while the sale 
is in process. During the remainder of the week he may do book 
work or typing. 'While the sale is in progress a listing clerk usually 
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sits in the auctioneer's box and makes a record of the sale. These 
records, in turn, are relayed to the office, where final computations 
and marketing charges are made prior to payment. The number 
of full or part-time office workers employed depends mainly upon 
the size of the market and the season. 
Yard men load and unload the stock, and feed, sort, and gen-
erally handle the animals before and after the sale. During the sale, 
they move livestock to and from the ring. One yard man is gen-
erally employed full time to care for and keep auction facilities in 
repair. Part-time employees are hired to work on sales days. 
In 1948, yard workers represented 54 percent of all paid em-
ployees at auctions. The remaining employees were office workers 
22 percent, ring men 12 percent, auctioneers 7 percent, and weigh-
masters 5 percent. The average number of each class of worker 
per auction by size of market is shown in table 13. 
A serious problem that faces auction managers is the highly 
seasonal and one-day-a-week movement of livestock to their markets. 
This condition has created problems in finding and keeping experi-
enced workers and in using efficiently the labor force and auction 
facilities. Some managers have been more successful than others 
in adjusting their operations to such conditions; in many cases this 
Weighmaster re-
cording the weight 
of a consignment 
on duplicate scale 
ticket 
Approximately $1,000,000,000 worth of livestock was sold at auctions in the 
12 Western States in 1951. ( Photo courtesy Ogden Livestock Auction) 
has proved to be the difference between success and failure. Auction 
chains have overcome some of these difficulties by using a so-called 
mobile working force, that is, they move personnel from one auction 
to another. This practice provides a more year-round employment 
for the labor force. Most workers are hired from the local com-
munity. About 80 percent of all auction managers interviewed 
said that farmers who attend sales often seek employment. 
The efficiency of the labor force is closely related to the size 
of the auction and has a marked bearing on the cost of services 
performed at a particular market. The data in table 14 show how 
Table 14. Average number of livestock handled per employee, per sale by 
size of auction, by areas, 12 "Western States, 1948 
Size of auction Pacific Inter- South \Vestern 
( o. of head, all cattle) Coast mountain west Region 
marketing equivalents 
0- 2,499 3.2 2.6 2.0 2.6 
2,500 - 4,999 7.0 5.8 4.2 5.5 
5,000 ·- 9,999 7.9 7.3 6.6 7.4 
10,000 - 19,999 14.2 14.0 8.5 12.4 
20,000 - 39,999 15.6 14.9 14.4 15.2 
40,000 - 59,999 20.8 19.4 23.4 19.9 
60,000 and over 31.5 18.0 25.6 23.3 
Total 13.7 14.6 16.2 15.5 
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the number of livestock handled per worker increases with size of 
market. At least one of each kind of worker is required to conduct 
a sale, even though he may not be fully employed. This condition 
bears directly upon costs of marketing livestock, and it is one 
reason for generally higher service charges at the smaller auctions. 
Irrespective of the efficiency of individual workers, the number 
of employees has much to do with the speed with which animals 
pass through the ring. In other words, regardless of how efficient 
a worker may be he is limited in the number of jobs he can do. 
At smaller auctions the sale lasts only a few hours; at larger ones 
sales usually extend through the entire day. During certain 
seasons, sales may last 2 or 3 days before all the livestock is sold. 
D. Plant and Equipment 
Barns and Facilities 
In the Western States, facilities used for auction purposes differ 
greatly in general design, arrangement, and size, but they are 
similar in many respects to those found elsewhere in the U ilited 
States. Plant and equipment at some of the smaller auctions are 
limited, while some of the larger markets are modern throughout. 
Approximately three fourths of all the buildings in the West 
that were used for auction purposes in 1948 were constructed 
specifically for auctioning livestock; the remaining 25 percent had 
Good auction facilities are conditioned partially upon nearness to highways, 
railroads, and adequate parking facilities outside congested towns and cities 
Y a r d dispatcher 
relays instructions 
to yard workers 
from the sales ring 
and office - dis-
pat c her is sta-
tioned in dispatch-
er's tower 
been remodeled before their 
use as auctions. Worked-over 
buildings include remodeled 
railroad stockyards, barns, rail-
road roundhouses, and fair 
grounds. 
Floor plans of livestock auc-
tions, one in the Intermountain 
States, one in the Southwest, 
and another on the Pacific 
Coast, are illustrated in figures 
1, 2, and 3 of appendix B. 
(Note: these layouts are mere-
ly illustrations of some of the 
yards in the West and should 
not necessarily be considered 
as models or recommended 
types.) 
Investment in barns and facilities, calculated on the basis of 
estimated 1948 replacement costs, varied from $3,000 to $750,000 
per auction, with an average of $41,650 (table 15). Two thirds of 
the auctions had facilities valued between $10,000 and $40,000. 
Only 6 percent of the market facilities were valued at more than 
$100,000. 
Table 15. Estimated value of auction faciliNes based on 1948 replacement 
costs, by areas, 12 Western States 
Pacific Inter- South Western 
Value groups Coast mountain west Region 
percent of auctions 
0-$ 9,999 8 15 11 11 
$ 10,000- 39,999 53 63 74 63 
40,000 - 69,999 31 15 3 17 
70,000 - 99,999 5 0 3 3 
100,000 and over 3 7 9 6 
A verage value per 
$39,400 $35,740 $47,700 $41,650 auction 
Potential buyers 
like to compare 
stock before sale 
The average investment for all auctions studied was: South-
west, $47,700; Pacific Coast, $39,400; and Intermountain, $35,740. 
Even though the Intermountain auctions sold a larger volume than 
the Pacific Coast auctions, their investment in barns and facilities 
was smaller. Auctions in the heavy rainfall areas of the Pacific Coast 
are usually completely covered, while in the drier areas open cattle 
pens are typically found. This fact helps to explain the regional 
variation in value of facilities. The greatest variation appeared 
to be in the auction facilities of 
the Southwest, where the capi-
tal equipment outlay ranged 
from $5,000 to $750,000. 
When yards are used only 
once a week investment costs 
are high; therefore, operators 
use their facilities for activities 
Lounge facilities 
are provided at 
some auctions 
Auctions located 
in the outskirts of 
towns and cities 
usually have more 
space for parking 
and for large hold-
ing pens. ( Photo 
courtesy Mil e s 
City Salesyards 
Co.) 
such as livestock shows; 4H clubs; county fairs, rodeos; purebred 
sales; weighing; feed, water, and rest in transit; dry lot feeding; and 
miscellaneous sales of nonlivestock items. 
Total Land Area Used 
The ground on which auctions are located ranged from less 
than a town lot to more than 30 acres (table 16). 
Table 16. Land area of auctions in acres, by areas, 12 Western States, 1948 
Number of acres 
Area Over 
0-1 1-5 ' 5 
percent 
Pacific Coast 35 32 33 
Intermountain 61 35 4 
Southwest 47 50 3 
Western Region 47 40 13 
Auction facilities at 87 percent of all auctions studied had less 
than 5 acres of land, and 13 percent had more than 5 acres. In 1948, 
the average number of square feet per auction was 101,466.28 The 
average maximum number of livestock which operators reported 
they had sold per sale was 930. This means that an average of 
109 square feet of space per cow or cow-equivalent was used when 
the maximum reported numbers of livestock were handled per sale. 
Auctions on the Pacific Coast reported the largest square 
footage per cow or cow equivalent handled (234 square feet) in 
the region, but maximum capacity at these auctions was less than 
28This area is not restricted to yards, pens, and alleys but includes pavilions, 
service areas, and even holding pens. 
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in either of the other two areas. Some of this difference is explain-
able by the fact that at Pacific Coast auctions feed lots and large 
holding pastures were more frequently included in facilities but 
were not always used exclusively for auction purposes. 
P ens and Alleys 
The number, size, construction, layout, and arrangement of 
pens and alleys vary widely by geographic areas and depend, for 
the most part, on the class of livestock handled and on differences 
in climatic conditions. 
Of all auction markets in the region 70 percent had a combina-
tion of both open and closed pens. At 24 percent, all pens were 
open, and at 6 percent all pens were covered (table 17). 
Intermountain and Southwestern States have a higher per-
centage of uncovered pens, mainly because individual consign-
ments are larger and moisture is generally light during the market-
ing season. More covered pens per auction are found on the Pacific 
Coast, where sheep, hog, and calf sales are more frequent. 
Covered pens have both advantages and disadvantages in 
handling livestock at auctions. Where hogs make up an important 
part of the volume, covered pens are a necessity. Covered pens are 
Adequate parking space for trucks, cars, and trailers encourages large attend-
ance. (Photo courtesy California Farm Bureau Marketing Association) 
Table 17. Auction pens, open, covered, and combination, by areas, by size of auctions, 12 Western States, 1948 
Size of auction Pacific Coast Intermountain Southwest Western Region 
(No. of head 
all cattle) Openo Cov. ° Comb. ° Total Open Cov. Comb. Total Open Cov. Comb. Total Open Cov. Comb. Total 
percent of auctions 
0- 2,499 0 33 67 100 20 0 80 100 33 0 67 100 14 14 72 100 
2,500 - 4,999 0 33 67 100 33 0 67 100 100 0 0 100 44 11 45 100 
5,000 - 9,999 0 0 100 100 50 0 50 100 50 17 33 100 24 4 72 100 
10,000 - 19,999 0 14 86 100 44 0 56 100 40 0 60 100 28 5 67 100 
20,000 - 39,999 25 0 75 100 25 0 75 100 15 8 77 100 19 5 76 100 
40,000 - 59,999 0 0 100 100 0 0 100 100 50 0 50 100 20 0 80 100 
60,000 and over 100 0 0 100 0 0 100 100 0 0 100 100 14 
° 
86 100 
Total 6 11 83 100 33 0 67 100 33 6 61 100 24 6 70 100 
°Open-all pens uncovered; Cov.-all pens covered; Comb.---includes combinations of open and covered pens. 
Pens and alleys at most auctions are uncovered 
also found more frequently where the volume of sheep and calves 
is significant. Regulations in many states not only require that such 
pens be covered, but that they be built of specific materials. In 
inclement weather, stock can be inspected more easily in covered 
pens, but in areas with relatively low rainfall, for best sanitary 
measures open pens are preferred. In areas where rain or snow is 
heavy, covered pens are considered more sanitary than open pens. 
Open pens dry more quickly, thus reducing the problem of disease 
control. Shrinkage is usually less in uncovered, dry pens than in 
wet, muddy, covered quarters. 
Auctions that sell in large lots usually have fewer pens than 
do auctions that market small lots or those that handle each con-
signment separately. The number of pens varied from 10 to 400 
per auction. Because of the need for many small pens at markets 
handling mostly small consignments, the number was not always in 
proportion to the volume of livestock sold. 
The condition of more than 60 percent of all pens was reported 
as good, and of approximately 40 percent as fair to poor. 
Construction Materials 
Fifty-nine percent of the floors in pens at all auctions were of 
dirt, with the remainder mostly of gravel or concrete. Except for 
Covered pens are 
the more common 
at Pacific Coast 
auctions 
hog pens, wood was the principal material used. State laws in 
many states require that the floors in hog pens must be concrete. 
Concrete was the chief material used for pen floors on the PaciRc 
Coast, but in the Southwest 91 percent of all pen floors were of 
dirt (table 18). From the standpoint of sanitation, some states 
Table 18. Materials used in construction of floors of pens at au.ctions, by areas, 
12 Westem States, 1948 
Area Dirt Concrete Gravel Other 
percent 
Intermountain 70 15 4 11 
Pacific Coast 20 47 25 8 
Southwest 91 9 0 0 
Western Region 59 25 10 6 . 
specify the kind of materials that shall be used in pen floors, and 
in these states the rules are written into the laws that govern the 
operation of auctions. . 
Table 19. Type of unloading chutes used at auctions, by areas, 12 Westem 
States, 1948 
Type unloading chute 
Area Truck Trailer Rail 
percent 
Pacific Coast 87 7 6 
Intermountain 64 2 34 
Southwest 67 14 19 
Western Region 73 8 19 
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Chutes 
Approximately 73 percent of all unloading chutes are built for 
trucks, about 8 percent for trailers, and 19 percent for unloading 
by rail (table 19). On the Pacific Coast, 94 percent of all unloading 
facilities are built for either truck or trailer use. Rail-unloading 
facilities are proportionately more important in the Intermountain 
States, and trailer chutes are an important part of the unloading 
facilities at auctions in the Southwest. At most auctions the same 
chutes are used both to load and unload stock. 
Loading and un-
loading facilities 
are provided for 
both large and 
small producers. 
( Photos courtesy 
Ogden Livestock 
Auction. ) 
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Pavilion 
The pavilion includes not only seating space for those in 
attendance, and a ring where livestock can be held for observation 
while bidding is in process; it also has an auctioneer's box or booth, 
space for a clerk, and frequently, the scales for weighing livestock. 
Seating space usually includes an amphitheater type arrange-
ment with several rows of elevated seats directly to the back and 
each side of the ring. Seats are arranged and planned for the 
benefit of buyers and spectators alike. A small number of seats-
generally reserved for buyers-are often found in the first row or 
two. 
Pavilions vary in shape, size, and degree of comfort provided. 
Most of them are rectangular in shape, and most auction rings and 
seating facilities are U -shaped. In colder climates, heat is often 
provided and in hot climates it is not uncommon to find ventilators 
or air-conditioning systems in use. To enable the crowd to hear the 
auctioneer more clearly, amplifiers are used at most auctions. 
An auctioneer's box or platform usually faces the attendants. 
The platform is raised above the ground-floor level of the ring, thus 
enabling the auctioneer to follow bids more closely and to see 
clearly the stock offered for sale. The auctioneer's box usually 
has sufficient space for one or two clerks and, in some cases, for a 
weighmaster. 
Sales Ring 
The seating capacity around the ring ranged from 10 to 2,500, 
but most markets were equipped to handle 300 to 500 people 
(table 20). Auctions in the Intermountain States had the largest 
amount of seating space per auction, and in the Southwest States 
the least. 
Table 20. Seating capacity of auctions, by areas, 12 Western States, 1948 
Seating Inter- Pacific South- Western 
capacity mountain Coast west Region 
percent of atLctions 
0-299 14 47 42 36 
300 - 599 48 42 47 46 
600 - 899 24 6 6 10 
900 and over 14 5 5 8 
A verage seating number 
capacity 547 367 363 417 
ize of ring vari s b tween auctions, dep nding upon th number of animal 
handled per lot. ( Photo court sy Ogden Livestock Auction ) 
Many of the better-constructed rings are built of heavy welded 
steel or wooden posts set in concrete. Steel wire between the posts 
often adds further support in turning livestock. All but 3 percent 
of auctions studied reported that auction facilities permitted 
proper inspection of Ii vestock in sales rings. Floors of rings are 
usually of dirt or combinations of dirt and sawdust. 
In some areas, more than one sales ring is available at a single 
auction. This is particularly true at Pacific Coast auctions. At some 
of these markets "baby calves," or "day-old calves," are provided 
special space, and sales of these animals may take place concurrently 
with those of other stock. 
Two swinging gates are usually provided on either side of th 
ring, one to let livestock in, the other to let them out when bidding 
stops. Livestock enter the ring from the holding pens at either the 
buyer's right or left. As the animals leave the ring they usually 
are weighed and are then moved to buyers' pens. 
The area of sales rings varies with method of sale and volume 
of marketing. The rings studied varied in size from 100 to 1,200 
square feet. Many auctions in the Intermountain States sell feeder 
cattle in carload lots and require large sales rings. In contrast, 
sales rings average smaller in the Southwest and on the Pacific 
Coast, because of the high proportion of livestock sold in single 
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head lots (table 21). The size of the ring is generally in propor-
tion to the number of livestock handled per lot. 
Table 21. Auction sales ring area in square feet by size of auction, 12 Western 
States, 194R 
Size of auction Square feet 
(No. of head to 300- 600- 900& 
all cattle) 300 599 899 over 
percent of auctions 
0- 2,499 23 54 15 8 
2,500 - 4,999 37 38 25 0 
5,000 - 9,999 20 52 24 4 
10,000 - 19,999 10 47 33 10 
20,000 - 39,999 18 54 23 5 
40,000 - 59,999 0 60 20 20 
60;000 and over 0 57 43 0 
Total 17 51 26 6 
Value of Business Handled 
The gross annual business done at western auctions in 1948 
totaled $847,277,000 (table 22). Of this, 47 percent was done at 
auctions in the Southwest, 35 percent in the Intermountain Region, 
and 18 percent on the Pacific Coast. Forty-two percent of the 
auctions handled 85 percent of the total regional business. 
The annual sales per auction varied from $2,500 to more than 
$20,000,000. The regional average was $1,895,500. 
Of all auctions in the region, 40 percent did a gross annual 
business of between 1 and 5 million dollars, and 74 percent between 
$250,000 and $5,000,000. Only 3 percent of all markets had a dollar 
volume in excess of ten million dollars. 
Table 22. Gross value of auction business, by area.s, 12 Western States, 1948 
Pacific Inter- South- Western 
Gross value of business Coast mountain west Region 
percent 
Under $ 100,000 12 6 2 7 
100,000 - 249,999 17 10 6 11 
250,000 - 499,999 20 10 10 13 
500,000 - 999,999 25 17 21 21 
1,000,000 - 4,999,999 24 43 53 40 
5,000,000 - 9,999,999 1 10 4 5 
10,000,000 and over 1 4 4 3 
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Cattle accounted for 78 percent of total auction sales, calves 
12 percent, sheep 4 percent, and hogs 6 percent. Intermountain 
cattle receipts accounted. for the highest proportion of total dollar 
receipts from all kinds of livestock. Sales of calves were propor-
tionately more important in the Southwest and on the Pacific Coast. 
Sales of hogs were proportionately higher on the Pacific Coast 
(tabl.e 23). 
Table 23. Proportion of gross auction value, by type of livestock, by areas, 
12 Western States, 1948 
Type of Pacific Inter- South- Western 
livestock Coast mountain west Region 
percent 
Cattle 76 85 73 78 
Calves 12 6 16 12 
Sheep 3 2 6 4 
Hogs 9 7 5 6 
Gross value per sale for all auctions in the West averaged $34,400. 
This average varied by areas from $18,600 on the Pacific Coast to 
$45,800 in the Intermountain and $39,900 in the Southwest. The 
value per sale and the total gross receipts from auctions varied 
directly with the size of auction studied (table 24). 
The annual value of sales at individual auctions is small com-
pared to that of terminal markets. In 1948 the average value of 
livestock sold per auction was $1,895,500 compared with $48,731,300 
for the 14 public markets in the Western States. 
E. Methods of Operation 
General 
Livestock auction markets in the West serve as a market point, 
not only for stockers and feeders, but for slaughter livestock as 
well. A great variety of kinds and classes of animals are marketed 
at these sales, which indicates a varied clientele on both the selling 
and the buying sid€s. In milk shed areas, coastal auctions sold 
la'l'ge numbers of animals of dairy breeding, while auctions located 
in the range livestock-producing areas handled beef steers ar.d 
heifers predominantly. 29 
29 A detailed repOI:t on classification of livestock sold, seasonality, size of 
lots, basis of sale, types of consignors, types of purchasers, areas served, methods 
of transportation used, and activities of deale,rs at western livestock auctions, 
is to be contained in 'Vashington Station bulletin 537 entitled "Trade in western 
livestock at auctions.-2. Analysis of livestock marketings." 
Table 24. Average value of all livestock per sale and average numbe'r of sales per week, by size of auction, by areas, 12 Western 
States, 1948 
Pacific Coast Intermountain Southwest Western Region 
Size of auction Value Sales Value Sales Value Sales Value Sales 
(No. head of per per per per per per per per 
all cattle) sale week sale week sale week sale week 
$1 ,000 No. $1,000 No. $1,000 No. $1,000 No. 
0- . 4,999 4.6 .83 8.5 .94 5.4 1.00 5.9 .91 
5,,000 - 9,999 15.7 1.00 21.5 1.00 13.4 1.00 16.2 1.00 
10,000 -: 19,999 35.6 1.00 41.1 1.00 26.7 1.00 32.6 1.00 
20,000, - 39,999 46.3 1.25 69.8 1.25 46.1 1.15 50.8 1.19 
40,000 and over 136.6 1.33 131.0 2.00 106.8 1.67 117.4 1.67 
A ve~~ge all auctions 18.6 1.01 45.8 1.12 39.9 1.17 34.4 1.10 
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Most of the livestock consigned at auctions are sold on a price-
per-pound basis. But a significant proportion is sold by the head. 
As a general rule some livestock consigned at auctions remains 
unsold at the close of the sale. The proportion of "no sales" to total 
consignments is small, but important. Frequently, "no sales" result 
from failure of the market bids to reflect a price in line with prices 
believed to be offered at alternative outlets. No sales were found 
among the large auctions as well as in small community auctions. 
Dealers and auction operators were consignors of the great majority 
of the livestock for which bids were rejected. 
The bulk of livestock sold at western auctions are sold in 
relatively small lots, suggesting the importance of patrons who 
prefer to sell and buy in this way. Auctions often sort and divide 
the livestock of a particular consignment but they rarely ever com-
bine consignments from different sources to make up large lots for 
sale. It is common practice for auction personnel to divide con-
signments of uniform animals into smaller lots better to meet the 
demand of the buyers present. Although the size of the sales lot 
is relatively small throughout the entire West, there is a sharp con-
trast in the size of lots of cattle sold in the Pacific and Intermountain 
auctions. In the latter area, livestock are sold 'in significantly larger 
groups, reflecting increased patronage from large producers, more 
uniformity in livestock consigned, and different types of buyers. 
Large auctions attract sellers and buyers who can handle and are 
interested in a larger volume of livestock, while the small auctions 
serve patrons who deal in fewer numbers. 
The majority of livestock sold at auctions in the Western Region 
are consigned by farmers and ranchers. Producers supplied two 
thirds of the cattle in the Pacific Area, three fourths in the Inter-
mountain States, and more than half in the Southwest. Farmers, 
ranchers, and livestock feeders buy a smaller share of the auction 
receipts than they consign, but they still are the most important 
type of buyers at auctions. This fact points to the auction function 
of livestock exchange between producers. The predominance of 
unfinished animals at these markets is obvious to even a casual 
observer. Feeders and ranchers bought in larger lots than either 
the dealer or packer groups. Feeders generally prefer livestock of 
the' same breed, and of uniform age, sex, and quality rather than 
small lots from more than one source. They also are in a position 
to handle the larger lots. 
, Auction operators frequently sell privately owned livestock on 
their own market. Their consignments represent a comparatively 
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small proportion of the total sales, but they are large enough to 
attract critical attention from many concerned with the market. 
Dealers were active at auctions of all sizes and were con-
signing as large a proportion of total cattle consignments at large 
as at small auctions. They handled a larger proportion of dairy 
cows and cow-and-calf pairs than other classes of livestock. Dealers 
and auction operators consigned a greater proportion of animals 
sold by the head than of those sold by weight. Dealers and order 
buyers bought about a third of all cattle sold at auctions in the 
Western RegiOIi, but the proportion varied from 29 percent in the 
Intermountain Area to 42 percent in the Southwest. 
Packer buyers took about a fourth of the cattle sold at auctions 
in the Western Region. They bought a larger share of all kinds of 
livestock in the Pacific Area, where a deficit meat supply exists, 
than in other areas. Southwest auctions received much less pat-
ronage from packer buyers than did auctions in the other areas. 
Practically all of the packer purchases were bought on a price-per-
pound basis. 
~.fost auction markets in the Western States serve compara-
tively small areas. This is especially true of the auctions in the 
Pacific Coast Area where there are many small markets. Livestock 
that move to the auctions in the Intermountain States travel farther 
than those consigned to coastal auctions, but even the bulk of these 
originate within a 50-mile radius in both areas. The distance live-
stock travel to and from auctions is directly associated with the 
size of the market. The proportion of receipts that originates or 
terminates within 25 miles decreased as the total volume of market-
ings increased. Practically all auction ;eceipts arrived by truck. 
The few animals shipped by rail went to the larger auctions in the 
Intermountain Area. Railroads were used more frequently to move 
cattle from auctions than to auctions. 
Re.gul~t Sale Day 
Several considerations may help to decide the exact day on 
which sales are held at a particular auction. These include avail-
ability of brand and health inspectors; established days on which 
competitors' sales are held; and, in the case of auction chains, the 
day when other auctions in the same unit of ownership hold sales. 
The specific day during the week on which sales were held varies 
with the individual auction studied and its geographic location 
(table 25). 
During the heavy marketing season some auctions hold sales 
on more than one day a week and extend the sale through more 
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than the regular sale days. Also, during slack seasons sales may 
be discontinued for weeks and even months at a time. Extremes 
in weather conditions and lack of sufficient sales volume are usually 
the principal reasons for discontinuing sales. Larger auctions 
favored holding their sales at the first of the week; smaller auctions 
seemed to prefer middle-of-the-week sales. Many auctions follow 
the practice of having a different sales day for different types of 
livestock. 
Table 25. Usual sale day at auctions, by areas, 12 Western States, 1948 
Regular day Paci£c Inter- South- \Vestern 
of sale Coast mountain west Region 
percent 
Monday 5 6 19 11 
Tuesday 19 9 21 17 
Wednesday 27 18 14 19 
Thursday 19 18 17 18 
Friday 11 31 17 19 
Saturday 19 18 12 16 
Auctions are well attended by both town and country people 
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H OU1'S of Sale 
Ordinarily, most sales in the West start between 8 a.m. and 
2 p.m. , but the most popular starting time is one o'clock in the 
afternoon. During busy seasons the starting hour is usually some-
what earlier. Auctions close their sales when all livestock has been 
sold. In most cases this is around 5 p.m. , but during busy seasons 
a third of all auction operators reported selling livestock as late as 
9 o'clock to midnight. 
Number of Pe1'sons P1'esent 
Auction sales in the West are well attended, the range in at-
tendance being from less than 10 to as· many as 2,500, with an 
average of about 376 persons per sale. The largest average attend-
ance was on the Pacific Coast, and the smallest in the Intermoun-
tain States. 
Attendance bears little relationship to the volume of business 
handled, The largest attendance usually occurred at auctions located 
in areas of heavy farm and urban populations, where many kinds 
and classes of livestock and other products were offered for sale. 
Po ting of p ens facilitates inspection of animals prior to 'ale, and m aintains a 
closer identity of animal a they move through the market 
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Th~ number of buyers who acquired livestock at a single auc-
tiori sal~ ranged from 3 to 400, with an aven~ge of 46. A larger num-
ber of buyers were present at auctions in the Southwest than in any 
other area. Intermountain auctions had the fewest number of buyers. 
More b1.1yers were present at large auctions than at small ones. 
Delive'Joing Livestock; Posting Pens; 
Offering Livestock for Sale 
On sales days, most auctions did not require that livestock be 
delivered by a certain hour, but at 8 percent of the auctions no re-
ceipts Were taken after a specified time. At all except 1 percent of 
the aucHons it was permissible to deliver livestock on days other 
than sales days. 
AP1)roximately 30 percent of all auctions in the region posted 
the name of the consignor on pens. Posting of pens was done at 27 
percent of all auctions on the Pacific Coast, at a limited number 
in the Southwest, and at 72 percent in the Intermountain Area. 
, Less than 25 percent of all auctions required consignors to offer 
for sale all livestock delivered. Auctions in the Southwestern States 
were th~ most lenient in this respect. About 40 percent of the Inter-
mountaih States and 50 percent of Pacific Coast markets required 
that all stock consigned be offered for sale. Only 12 percent of the 
markets made it a regular practice of announcing names of con-
signors while animals were in the ring. 
S01ting and Handling Livestock Before Sale 
At approximately 90 percent of the auctions, livestock was 
sorted before sale. Only in the Southwest was sorting uncommon, 
but in tl1is area most of the livestock was consigned as singles or in 
small lots and sold in approximately the same form in which re-
ceived. Yard men, owners, and managers, or anyone of these did 
Table 26. Feed and water given to livestock before sale, by areas, 12 Western 
States, 1948 
Area Cattle Calves Sheep Hogs 
percent 
IntermoUJltain 49 45 47 17 
Pacific CI)ast 31 21 7 5 
Southwest 27 24 10 12 
Western ltegion 35 30 21 11 
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most of the sorting, but in a few cases the consignor sorted his own 
livestock. This latter pr~ctice was confined chiefly to the Intermoun-
tain and Pacific Coast Areas. 
Practices followed with reference to feeding and watering live-
stock before sale varied widely by areas and by class of livestock 
consigned (table 26). Generally, the tendency to withhold feed 
Proper sorting and grading makes it possible to sell animals in larger-sized 
lots. (Photo courtesy West Texas Livestock Weekly) 
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and water from calves was more frequent than for cattle. Hogs and 
sheep were given feed and water less frequently than cattle or 
calves in all areas except in the Intermountain States. 
Protection of Consignor Against Low Bids 
Most consignors and auction operators alike feel that livestock 
offered for sale should be protected by some type of "support price." 
Reasons for this stem from the possible lack of sufficient buying 
competition at certain times during the sale. 
Although the method of support vanes, usually the by-bid or 
some variations of it is used. The three most commop methods used 
are: by-bidding, the "no sale",30 and the minimum or reservation 
price. Whatever the variation may be, it consists of ..setting up a 
price-either before or during the sale-below which the stock will 
not be sold. 
In the Intermountain States., by-bidding and no-sale were the 
typical methods used.31 Each of these methods was used at an equal 
number of auctions. By-bidding and the establishment of a mini-
mum selling price were the methods most commonly used at Pacific 
Coast auctions. No-sale, or the P.O. (pull-out) provision, was used 
most frequently in the Southwest. 
Although considerable discussion on by-bidding by the con-
signor was observed, it or some variation of it was acceptable at 
most auctions studied. Some sales allow only one by-bid by the 
consignor or his agent. 
No charges or, at the most, only minor fees were assessed at 
three fifths of all auctions when consignors declined to sell at offers 
made, but nearly half of the Intermountain auctions charged the 
regular or full commission. 
Bids are started either by a ring man, the manager or owner, 
the auctioneer, or, in some cases, a would-be buyer. At most auc-
tions the ring man starts the bidding. Ring men and others vary 
in the way in which they start bids. Time may be wasted in getting 
the final bid if the starter is not a good judge of values and his 
initial bid is too low. If the bid is too high the auction company 
may acquire a considerable number of animals. 
30I~, the So,-!~hwestern States the term "P.O." (pull-out) is used in prefer- . 
ence to no sale. 
31By-bidding is an effort on the part of livestock consignor or the auction 
owner or operator to bid on his own stock so as to run up the price, to bid in 
the stock in case it does not bring what the owner wants, or otherwise to 
prevent the stock from selling at an unacceptable price. 
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Policy of Auction Company Relative to Buy.ing 
Livestock and Method of Maintaining 
Prices at Auction 
Auction operators lacked a uniform policy relative to selling 
and buying on their own auctions. About half of the operators were 
buying in the country for resale at their own markets or were buying 
out of their own ring. For the region as a whole, auction operators 
consign about 5 percent of all livestock sold through the auction 
and buy about 4 percent. It is not common for auction operators in 
the Southwest to consign or buy at their own auctions, but this prac-
tice was followed at many auctions.in the Intermountain States. An 
examination of both practices by auction operators reveals no notice-
able tendencv as between auctions of different sizes. 
The two'methods commonly used by auction managers to main-
tain prices at their markets were listed as "advertising to prospec-
tive buyers" and "buying by auction operator." Other methods used 
were listed as "consignor buying" and "starting bids high." 
Small auctions generally emphasized buying by the auction 
operator or the auctioneer as a method of maintaining prices. Larger 
auctions indicated that they advertised to prospective buyers and 
kept bids high. 
Order in which Livestock is Sold 
The order in which animals are sold follows a fairly regular 
pattern, although markets vary somewhat. When all classes of live-
stock are sold, the usual order is (1) hogs, (2) horses, (3) sheep, 
( 4) calves, (5) cattle. The principal reason given for this order is 
convenience of the buyers. In many instances, farmers must leave 
early, and when they constitute a sizable factor in purchases an 
effort is made to sell the classes they consign and buy while they 
are present. In a few yards the sale order is conditioned somewhat 
by the arrangement of pens. Most auctions try to sell livestock 
through the ring in the order received from consignors, but in some 
cases livestock owned by dealers or by the auction itself may be 
sold ahead of an earlier consignment of producer livestock. In the 
few auctions that have a considerable volume of dairy cattle sales, 
the prevailing order is fresh cows, springers, and heifers. Sanitation 
. regulations prompt many operators to hold the untested slaughter 
animals until last in case disease is present. 
A number of "dropped" or "day old" calves are bought or sold 
by dairymen on the Pacific Coast, hence they are placed just be-
fore the sales of dairy cows. Veal calves and other calves are then 
Local veterinary 
inspector exam-
ines cattle in 
yards before sale 
sold later, as butcher and packer buyers can remain for a longer 
period. 
SanitaTY M eastt1'es Followed 
A major complaint by many producers is the lack of adequate 
disease control at auctions. Of the auctions studied, 79 percent had 
regular veterinary inspection, 21 percent did not. Although from 
the standpoint of "size" and regular inspection no difference is ap-
parent, of those who said they never ha e their pens disinfected 
about 75 percent were small auction operators. The frequency with 
which pens were cleaned and disinfected is shown in table 27. 
These varying conditions of cleanliness check with the obser-
vations of workers who visited auctions. 
Method of Soliciting Business 
The chief methods of soliciting business were: personal visits, 
telephone calls, and local newspapers and radio. Methods used were 
about the same by size of auction and by areas within the region. 
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Personal visits were most frequently listed, followed by telephone 
calls and newspapers. Other methods were listed as: market letters, 
price cards, postal cards, calendars, business cards, and handbills. 
Table 27. Cleaning and disinfecting auction pens, by areas, 12 Western States, 
1948 
South- Inter- Pacific Western 
west mountain Coast Region 
Frequency C D C D .c D C D 
When needed 
percent of auctions 
or ordered 31 23 33 41 14 8 26 23 
Daily 5 6 4 
Weekly 52 36 31 9 36 28 41 26 
Every 2 to 4 weeks 7 8 3 9 14 23 8 13 
Every 2 to 6 months 10 12 19 17 15 9 15 
Yearly 5 8 18 6 8 8 10 7 
Never 15 3 16 5 18 2 16 
C= Cleaned; D = Disinfected 
All scales at yards posted by the Packers and Stockyards Division are required 
to be tested at least twice each year. (Photo courtesy The Record Stockman) 
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Livestock Scales and Methods of Weighing Livestock 
Accurate weights at auctions are as important as prices received, 
and few are more sensitive to matters of weighing than farmers and 
ranchers. Although it was not possible in this study to check the 
accuracy of weights at auctions, information as to practices and 
methods of weighing was obtained. 
A considerable amount of criticism was directed at scales and 
weights. A first reaction of any auction patron is in connection with 
the location of the scales. He usually likes to see what is going on 
when weighing occurs, even though he does not know whether the 
scales are weighing accurately. 
Auctions in the 12 Western States average about one scale for 
each market. Three percent had more than one scale, but 4 percent 
had none at all. The largest number of scales at anyone auction 
was 3. Compared to other areas, the Pacific Coast had the highest 
proportion of auctions with no scales. The existence of more dairy 
cattle auctions in this area explains some of this difference. At more 
than half of the auctions visited the scales were not visible to the 
audience. This condition was found to exist at both small and large 
auctions. 
About 60 percent of the scales at auctions were equipped with 
full-capacity type-registering weighbeams, which enable the weigh-
man to stamp the weight on the ticket. At most other auctions, 
weights had to be written by the weigher. One advantage of the 
type-registering weighbeams is that both buyer and seller can be 
supplied with duplicate tickets. Ninety-three percent of the scales 
were self-registering in the Intermountain States, 50 percent on the 
Pacific Coast, and 40 percent in the Southwest. 
All scales at posted auctions have either type-registering weigh 
beams or automatic indicating dials and printers. Several western 
auctions use the large-faced dial-type indicators, which make it 
possible for buyers to see the weights. This inspires confidence on 
the part of both buyers and sellers. Another kind of scale used at 
a few auctions is the indicator type scale. The advantage of this 
scale is that it shows when the scale beam is in balance. 
Most scales adjoined the sales ring, but auctions varied in this 
arrangement. For example, three fourths of the scales at auctions in 
the Intermountain States adjoined the ring, but in the Southwestern 
States approximately half of all scales were located back of the ring. 
Approximately 96 percent of all auctions reported scales under 
cover. This was considered .important, as it is difficult to keep scales 
accurate if parts become rusty. 
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One criterion for operating a successful auction market is ac-
curate weight. In order to assure patrons that scales are accurate, 
they should be tested frequently by a competent and reliable scale 
mechanic. 
Beam Capac.ity 
The beam capacities of the scales upon which single or larger 
lots of livestock were weighed are shown by area in table 28. 
Table 28. Beam capacity of auction scales, by areas, 12 Western States, 1948 
Inter- Pacific South- Western 
Beam capacity mountain Coast west Region 
pounds 
1,000 to 4,999 
5,000 to 9,999 
10,000 to 14,999 
15,000 to 19,999 
20,000 to 29,999 
30,000 and over 
4 
4 
19 
54 
19 
percent 
15 
3 
30 
15 
24 
13 
5 
9 6 
41 26 
3 12 
41 38 
6 13 
When single animals and drafts are weighed on the same scale, 
experts in the employ of the Packers and Stockyards Division indi-
cate that .a scale beam capacity of about 16,000 pounds is advan-
tageous. The National Bureau of Standards considers a livestock 
scale to be one of at least 6,000 pounds capacity. Smaller scales' are 
classed as "single-animal" scales. 
Scales at 91 percent of the auctions were checked by state 
agencies. Packers and Stockyards Division of the Production and 
. Marketing Administration checked 1 percent and county scalers in-
spected 8 percent. County inspections were most important on the 
Pacific Coast. 
Frequency of Inspection 
Most scales in the region were tested at least once a year (table 
29). Forty-three percent of all scales were checked twice a year. 
Tests at least twice a year are recommended by those in charge of 
the administration of the Packers and Stockyards Act. The frequency 
with which tests were made varies according to the authority upder 
which inspection is carried on. Generally, scales at sales yards under 
the supervision of the Packers and Stockyards Act were more fre-
quently checked than were others. All scales at posted auction 
markets are required to be tested at least twice each year by agencies 
which are considered to be competent and provided with adequate 
testing equipment. One pa.rticular requirement is that tests be made 
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with standard weights equal in amount to the heaviest livestock 
loads weighed; others are that the actual error at each stage of load-
ing be observed and recorded and that the sensibility-reciprocal be 
determined and recorded, that any changes in zero-load balance 
Table 29. Frequency of inspection of auction scales, by areas, 12 Western 
States, 1948 
Frequency of Pacific Inter- South- Western 
inspection Coast mountain west Region 
percent 
Monthly 3 1 
Every 2 months 7 2 
3 to 4 per year 13 10 3 9 
2 per year 10 62 56 43 
Yearly 74 21 29 41 
Every 2 years 3 1 
Infrequent 9 3 
be noted and recorded, and that an inspection report be executed 
to describe any faulty conditions of installation or maintenance. 
Most auction market scales under the Division's supervision are 
tested by the repair and servicing agencies of reputable scale manu-
facturers; by the scale departments of the major railroads, or by 
independent scale servicing and repair companies. The scale tests 
are supervised and witnessed by Division representatives except 
when circumstances render it impracticable or when tests are con-
ducted ,by a reputable agency employing personnel of proved ex-
perience and reliability. 
The more common minimum gradations of scales at most sales 
yards were 5 pounds (table 30). The National Bureau of Standards 
specifies that "The value of minimum gradation on a livestock scale 
shall not be greater than 5 pounds." , 
Table 30. Minimum gradation of auction scales, by areas, 12 Western States, 
1948 
Grada- Pacific Inter- South- Western 
tion Coast mountain west Region 
pounds percent of all auctions 
2 9 4 3 5 
2* 15 4 6 
5 70 92 94 86 
10 6 3 3 
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Weighbeams graduated to 5-pound intervals are required at all 
markets supervised by the Packers and Stockyards Division, except 
for scales of large capacity used primarily for carload lots or for 
railroad weight. 
Tolerance for livestock scales under Packers and Stockyards 
Administration supervision are only 1.5 pounds per thousand pounds 
of load, as compared with the tolerance of 2.0 pounds per thousand 
pounds applied by states and other official agencies. 
Weighmasters 
Accurate scales are important, but an equally important requi-
site is accurate weighing, and the latter necessitates careful and im-
partial weight determinations by persons of integrity who are trained 
to perform their duties conscientiously, to check and correct zero 
balances frequently, and to record weight values correctly. 
At more than half of the western auctions, the weighmasters 
were bonded (table 31). In a few of the larger auctions weigh-
Table 31. Auction weighmasters bonded and licensed, by areas, 12 Western 
States, 1948 
Area 
Intermountain 
Pacific Coast 
Southwest 
Western Region 
Auctions 
Bonded Licensed 
percent of all auctions 
50 47 
45 53 
68 50 
55 50 
Accurate s cal e s 
and impartial 
weight determina-
tions by trained 
persons are a pre-
requisite to good 
weighing 
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masters were neither bonded nor licensed, but at the small auctions 
this situation was commonly found. 
Bonding of weighers does not always provide positive assurance 
of careful, accurate, or conscientious weighing and weight record-
ing. More effective measures are b~lieved to be thorough instruc-
tion of weighers, periodic observation of their practices, check-
weighing of occasional loads, segregation of weighers from close 
association and daily contact with market patrons, and periodic 
surveillance. 
F. Public Regu"lations 
From 1937 through 1949-a period of rapid increase in western 
livestock auctions-an expansion occurred in state legislation de-
signed to regulate livestock auction organization and sales. These 
regulations generally covered sales "of cattle, hogs, sheep, and 
horses, although there have been references to transactions in goats, 
poultry, and rabbits. 
All Western States have sanitary rules designed to prevent the 
spread of disease, as well as regulations aimed primarily at insuring 
title to animals, thereby preventing theft and fraud. Legislation de-
signed to protect buyers and sellers of livestock regardless of place 
of sale has been more recent than that having to do with animal 
health and ownership. 
Licensing and Bonding 
Legislation governing the ' organization and operation of auc-
tions has been such that any attempt to force it into one general 
channel would be misleading in the extreme. Ten of the 12 Western 
States have enacted such specific legislation. Arizona had no laws 
of this type in 1950. Texas had not enacted such legislation, but 
livestock auctions were "recognized" in statutes relating to disease 
control and in part to brand inspections in some areas as well as in 
the licensing of livestock auction commission merchants. 
In the 10 states that license auctions, rules and regulations re-
lating to some operational phases often are delegated to a Depart-
ment or Board of Agriculture (California, Idaho, Oregon, Utah, 
Washington) or to special boards, e.g., Livestock Commission, Live-
stock Sanitary Board, (Colorado, Montana, Nevada, New Mexico, 
Wyoming). In the last-mentioned group, the supervisory body may 
or may not be a part of what is customarily termed a Department 
of Agriculhue-usually it is not. In Oregon, a special State Board 
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of Livestock Auction Nlarkets has been authorized in the Division 
of Animal Industry of the State Department of Agriculture to handle 
administrative matters related to auction yards. 
Administrative state bodies usually require licenses and/or 
surety bonds for operators. In nine states annual license fees ranged 
from $10 to $100-the majority (6) levying the latter amount. Wash-
ington imposed no fee. In California an annual fee was levied for 
operations of cattle sales yards, but no fee was levied for sales yards 
handling other classes of livestock exclusively. As with annual fees, 
surety bonds required of operators varied widely-from $1,000 to 
$10,000-the last sum being most common. Two states calculated 
the amount of bond on a sliding scale-depending upon the busi-
ness volume. In two states the responsible bodies could designate 
the amount of the bond. Such bonds are designed to protect pur-
chasers and con.signors, and to insure compliance with terms of the 
legislation involved. Often, in addition to an operating license, the 
operator must be licensed as a "commission merchant" and must 
put up an additional surety bond. In Texas the operator must hold 
the license previously mentioned, and in addition he .must hold a 
surety bond. 
Although the administrative bodies are normally given authority 
to license yards on payment of necessary fees and filing required 
bonds, Montana and Oregon have added unique provisos. In Mon-
tana new licenses can be obtained only after determination has 
been made that public convenience and necessity require the oper-
ation. This is probably one reason why fewer auctions with larger 
sales volumes are found in Montana. In Oregon, applicants are re-
quired to present "personal balance sheets," which must indicate 
that they have unincumbered assets equal to 25 percent of the 
anticipated weekly gross sales of the auctions to be established. Ex-
amples are too few for generalizations, but the tendency has been 
toward more exacting license requirements. 
Administrative bodies granting licenses usually are clothed 
with authority to suspend or revoke operators' licenses. Usually can-
cellations are made only after a hearing before a specified tribunal 
and for violation of specific aspects of the laws of the particular 
state. 
Usually a posting of the facsimile of the license in a conspicu-
ous place is required. In many states a schedule of selling charges 
must also be posted. Observation leads to the conclusion that post-
ing of charges is usually done even in states where it is not com-
pulsory. 
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In Colorado and Idaho provision is made for the county licen-
sing of auctioneers. In Idaho, auctioneers must maintain registers 
in which descriptions of animals, consignors, and purchases are to 
be kept. When auctioneers no longer carryon business, these regis-
ters are to be placed in the hands of the county recorders. 
New Mexico regulations require that, if two auctions operate 
in the same town, at least one day must elapse between sales. 
Keeping of Records 
In most states operators must keep consignments and sales 
records. Even in California, which does not license hog yards, such 
records are kept. In addition, some rules call for information relative 
to the motor vehicles (make, license number) in which livestock 
have been transported to and from sales. Records must usually be 
open for inspection. In some states, yearly records of transactions 
must be filed, and Wyoming regulations require the filing of an 
annual financial statement. 
Weighing Regulations 
All states have provisions for inspection and regulation of scales. 
These regulations are usually enforced by a division of weights and 
measures (or equivalent) of the state government, or one of its 
departments. Normally, provision is made for yearly tests, but the 
question arises as to whether this is done as ordered by law. With 
auction growth and increases in all types of western business, such 
scale testing may not be done as frequently as ordered in some sec-
tions. In at least three western states the person charged with weigh-
ing stock at auction sales must be licensed and bonded; in others 
this procedure is optional. The result often is that the weighing is 
under control of the auction. 
Ordinarily, expenses incurred in weighing animals are part of 
the expenses of the auction. A few of the sampled auctions in Texas 
charged separately for weighing-usually 10 cents a head. 
Sanitary Regulations 
Control of disease is vital to all livestock handlers-auction 
operators as well as producers and buyers. Infection may come about 
by healthy animals coming in contact with diseased animals on 
the farms or ranches, in trucks or railroad cars, in pens, alleys, 
chutes, or sales rings. \Vhen possible sources of contamination are 
not cleaned and disinfected properly after being occupied by dis-
eased animals, infection is likely to occur when healthy animals fol-
low. 
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All states have statutes designed to prevent the spread of dis-
ease regardless of the place where infection may occur-farm, auc-
tion, sales yard, railroad, or truck. 
In some states no sanitary laws deal specifically with livestock 
auctions, those in force affecting all places at which livestock may be 
transferred as well as the methods by which they are moved. In 
others, statutes deal with actual sanitation of the sales yard. A lack 
of specific references to sanitation of auction yards does not mean 
that sanitary laws are inoperative. 
In 7 of the 12 states, livestock is inspected by a veterinarian 
appointed by the state administrative body, or its representative, 
before entering the sales ring. In Oregon, the veterinarian is ap-
pointed by the auction with approval by the state. Normally, such 
inspection entitles the purchaser to a health certificate. Payment for 
this service varies. The state agency in charge of the work usually 
specifies that a certain amount be collected for health inspection of 
each animal. These charges may vary even within a single state, 
that is, for animals shipped intrastate or interstate. If the situation 
warrants, certain tests, vaccinations, or other treatment are pre-
scribed and paid for accordingly. Health examinations or inspec-
tions are sometimes paid for by the auction. Undoubtedly, in the 
latter instances, these charges are included in the final calculations 
for selling charges. In other states, consignors are assessed for the 
cost of all charges for inspections before sale. ·In at least one instance 
charges are paid for by the state. Although Texas has not enacted 
specific statutes relative to the organization and operation of auc-
tions, the Texas Sanitary Board has assigned "seasoned lay inspec-
tors" to auctions for inspections to discover fever-carrying ticks and 
scabies and to detect serious diseases. 
Oregon regulations require that certain pens be used solely 
for dairy cattle. In four states, yards must maintain quarantine pens 
into which animals are placed when the appropriate authority so 
orders. Designated quarters are reserved for quarantine and are so 
labeled. Often adequate facilities for treatment of diseased and ex-
posed animals are required-squeeze chutes, dipping vats, for ex-
ample. Although specific reference to detailed operational phases 
may sometimes be lacking, nevertheless, there is intent to prevent 
the spread of disease. For instance, the statutes of Washington "pro-
hibit the sale of any animals except for immediate slaughter, that 
are diseased, or that would otherwise be detrimental to the live-
stock industry." 
Regulations specifically related to auctions point to a number 
of definite "commands" relative to the handling of hogs-and the 
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pens in which they are kept. In several states, ,hogs must be vacci-
nated at auctions against cholera, unless they are to be slaughtered 
immediately. Hogs are not only inspected for general health, but 
the veterinarian is directed to take the temperatures of a "represen-
tative number of each lot." At most auctions states require ' that 
cattle, usually designated for dairy purposes, be vaccinated for 
brucellosis unless satisfactory certificates can be ptesented indicat-
ing a negative reaction or the animal is destined for immediate 
slaughter or is of a certain age. 
Sheep are specifically mentioned in connection with sanitation 
of sales yards only occasionally. Reference is made to scabies and 
the treatment necessary to control it. Foot rot inspection is men-
tioned in one state. 
Practically all states with specific statutes require that sales 
yards be kept clean. Opinions differ as to what constitutes cleanli-
ness so that frequently specific rules are laid down for both cleaning 
and disinfecting yards. Montana statutes provide that after comple-
tion of each day's sale, rings, ~ogether with entry and exit alleys, 
must be cleaned and disinfected, if the representative (a veteri-
narian) of the Montana Sanitary Board so decides. In New Mexico, 
cleaning and disinfection is a question for the veterinarian assigned 
to the sale to decide. The Washington statute directs the inspector 
to supervise the cleaning and disinfection of yards as well as of 
vehicles used in transporting animals. In Oregon, the law provides 
that when a sale has been in continuous operation for 12 hours, it 
must be stopped to allow cleaning and disinfection. Provision is 
also made in Oregon statutes that "construction and equipment 
must be such as is necessary for livestock health and sanitation." 
At least three states have definite rules relative to hog pens. 
Directions are that pens and alleys used for hogs are to be cleaned 
and disinfected after each sale-in one case not later than the day 
following the sale. In three states specific legislation has been passed 
relative to the Hoors of pens with directions for concreting, or cov-
ering with other impervious material. Directions are given also rela-
tive to filling holes in which water collects. Automatic devices are 
prescribed in order that troughs and other watering devices will 
not overflow. Washing racks for vehicles used in transporting live-
stock to an auction are required in some states. 
Brand Inspection 
A brand is a mark of livestock ownership. Each of the Western 
States has a brand registration system, with recording usually the 
responsibility of an independent state organization, or a section 
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of a state department or board of agriculture. In Texas, earmarks 
and brands are recorded in certain counties, while in Nevada 
specially-created districts have been set up. Cattle going through 
auction yards of the other Western States (aside from those just 
named) are inspected for brands before they are sold, usually by 
the representative of the state body in charge of brands. In Texas, 
brands are inspected only at auctions in certain counties. In Nevada, 
only two brand districts had been created at the time this study was 
made, and none of the Nevada. auctions was in these counties. 
Nevertheless, operators of auctions in Nevada were required to 
keep records of all brands passing through sales yards. In states 
in which inspection of brands was state-wide, the charge averaged 
about 10 cents for cattle and horses, although the range was from 
5 to 20 cents per head. Differences, however, appeared within 
auctions in the same state. Where sheep and hogs were inspected 
for ownership, the reported charge was 2 or 3 cents per animal. In 
most instances, the levy was upon the consignor, but arrangements 
varied in the different states. In Vtah, no charge was made for 
livestock brand inspection; inspection was required regardless of 
the locale; and the state paid the salary of the inspector. 
Undoubtedly, as a precaution to enforce both sanitary and 
brand inspection rules, two of the Intermountain States provide not 
only that pens shall be numbered, but that upon arrival at yards 
animals are to be placed under lock and key. 
G. Marketing Charges 
The "best" livestock marketing method has long been discussed. 
There is probably no specific best method which applies to all pro-
ducers or for all classes of livestock. The most advantageous market-
ing method for a livestock producer is usually that which gives the 
highest net returns over a period of time at the farm or ranch. Fre-
quently, market convenience has been the deciding factor on the part 
of a producer, and this cannot always be measured in dollars and 
cents. 
Marketing charges varied widely between auctions. Manyauc-
tion operators have developed their own rates and schedules by 
which service charges are collected. Methods of making charges, 
likewise, varied as did the services rendered. Services such as 
health inspection and feeding were not universally assessed. All 
posted auctions have to submit their schedule of marketing assess-
ments to the Packers and Stockyards 'Division for approval. 
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Other auctions are free to make such charges as they feel will be 
for the best interest of the particular auction. 
Selling Charges 
Selling charges did not cover identical services at all sales yards, 
and comparisons between auctions might lead to erroneous con-
clusions. This levy usually included the selling-auctioneer's fee 
and other incidentals-yardage and weighing. However, at some 
sales, this fee was separated into selling, yardage, and weighing. 
Charges were usually made on one of the following three bases: 
( 1) a percentage of gross sale, (2) a per head assessment, or, in 
some cases, (3) a combination of (1) and (2). 
In the Intermountain Area, the per head method (2) was not 
common, while the percentage (1) device was most prevalent on 
the Pacific' Coast. The third method (3) was most frequent in 
Texas, although the straight percentage method was frequently 
used. The prevailing method of charge has evidently grown out 
of custom in the area. 
Even though services rendered for a specific charge may be 
similar, there is a great lack of uniformity between auctions. Within 
the same auction there are usually differences as the rate is often 
reduced on consignments of larger numbers, larger values, or 
higher weights. Comparatively few charged a Hat percentage or 
per head rate regardless of the sale size. Numerous auctions gave 
livestock dealers special concessions. This practice was extended 
at times to "regular patrons," and even to certain farm organiza-
tion members. This has led to criticism and dissatisfaction on the 
part of other consignors. 
Beef Cattle Selling Charges 
There was no definite line of demarcation in charges for ani-
mals raised strictly for beef and dairy stock. Usually, however, 
young dairy cows that could be used in further milk production 
were sold at different rates. Sometimes dairy calves, bulls, and 
others were assessed separate rates. 
In the Intermountain Area, the selling charge (including yard-
age) ranged from $1.00 to $2.50 for a single animal selling for about 
$135.00 with the most common charge being approximately $1.50. 
For 5 head of cattle of comparable value, the per head charge would 
have been only slightly less. Carlot (usually 30 head) rates were 
most frequently from $25 to $36. 
Charges on the Pacific Coast ranged from 2 to 5 percent. For 
the animal mentioned previously a $6.75 charge (the 5 percent rate) 
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was made in more than half the auctions. About a fourth levied 3 
percent, the remainder 4, 3~, and 2 percent. If 5 animals were sold, 
a 3 or 2 percent levy prevailed at half the sales, while 3~ or 4 percent 
was most common at less than half of the auctions. At least three 
of the yards studied on the Pacific Coast levied a 5 percent charge 
for 5 or more animals. 
Texas auctions selling at flat rates charged the same levy for 
the $135 sale as those in the Intermountain States. Those selling at 
a percentage rate sold the animals for 2 or 3 percent:.-more than 
two thirds of the auctions using the latter rate. 
Calf Selling Charges 
Many sales yards charged the same percentage of gross sales 
for calves as they did for cattle. It was not uncommon in Texas 
for some auctions to publish as many as 5 different per head charges 
for calves but the usual charges were $1.25 or $1.50. The range of 
calf charges at Intermountain auctions was from $0.25 to $2.00 per 
head-the most common being slightly above $1.00. On the Pacific 
Coast, with the relatively numerous sales of "day-old" or dropped 
calves, the charges were from 2 to 10 percent of sales with 5 per-
cent being published most frequently. With larger lots, the per-
centage rate was essentially the same as for cattle. 
Dairy Cow Selling Charges 
Selling charges for dairy cows were often different than those 
of other classes of cattle. The most common charge was 5 percent, 
although some auctions levied from 3 to 4 percent for more valuable 
animals (above $400 or $500). The services rendered in selling 
dairy cows were more varied and numerous than those encountered 
in selling beef animals and were reflected in the selling ch~rges 
used. 
The few auctions in the Intermountain States publishing sepa-
rate rates advertised charges varying from $2.50 to $3.50 which 
were similar to those found on the Pacific Coast. Dairy cattle were 
relatively unimportant at Texas sales. Commission charges ranged 
from 2 to 3 percent, and flat charges varied from $1.00 to $3.50 
with an average of $2.50. 
Hog Selling Charges 
Not only was a considerable variation in range noted as between 
auctions, but there were material differences between levies for 
different classes-butcher hogs, feeders, and sows. The latter type 
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of variation was most pronounced at yards making a per head 
charge. Regardless of these differences, there was more uniformity 
in each area in the West than would appear from the published 
rates. Since data indicate that most sales were for small lots, rates 
in the following examples were related to transactions of less than 
$100. -
Intermountain auctions charged from 18 to 76 cents per head 
for butcher hogs, with a grouping around 38 cents. With yardage 
added, the average would be slightly higher, especially in Wyo-
ming. Feeder hog fees ranged from 13 to 51 cents. Numerous 
auctions charged from 2 to 5 percent-3 percent being most fre-
quent. 
The selling charges in Texas ranged from $0.25 to $1.25-the 
most common for butcher hogs being about $1.00. Feeder charges 
ranged from 35 to 50 cents. A few auctions advertised 25 cents for 
selling small pigs. Percentage assessments were from 2 to 5 with 
a concentration at 3 and 5. From 2 to 6 percent was the Pacific 
Coast range with a few at 2. By far the most common levy was 5 
percent. A number of auctions advertised lower dealer and large 
sale rates. At two yards, charges on small pigs were 5 and 7 
percent. 
Sheep Selling Charges 
Intermountain auction consignors paid from 19 to 50 cents per 
head to sell sheep in small lots, with an average of about 30 cents. 
Charges on a percentage basis were an average of about 3 percent. 
Texas auctions charged from 15 to 45 cents per head, with an 
average of approximately 25 cents. Percentage rates ranged from 
2~ to more than 5-the most common being 3 percent. 
Emphasis should be placed on the small sales value of these 
transactions, as a material lowering of both per head and percent-
age charges would have been realized if larger numbers had been 
sold. The Pacific Coast situation illustrates the care with which 
data must be used if a realistic picture is to be obtained. Relatively 
few auctions sold sizable . rmmbers. Farmers selling 1 or 2 head 
of sheep probably paid 5 percent. However, at those auctions sell-
ing an appreciable volume and in sizable lots, the charge would 
not be above 3 percent. 
Yardage Charges 
At most western auctions yardage was included in selling charges. 
When such charges were separated from other marketing charges 
the charge for cattle over 400 or 500 pounds ranged from 25 cents 
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to $1.00. The average was 35 cents. For calves 5 to 50 cents was the 
range-the average being near 3Q,J::ents. Far fewer yardage assess-
ments were made for either hogs or sheep. Hogs were charged for 
from 4 to 23 cents, depending s()mewhat on the class within the 
species. Sheep were assessed from 5 to 12 cents, the average being 
approximately 9 cents. 
Insurance Charges 
Few yards levied insurance charges. Cattle and calves were 
most frequently protected. Rates varied greatly-cattle and calves, 
from 1 to 10 cents per head; hogs 1f2 to 8 cents; and sheep 1f2 to 2 
cents per head. 
Feed Charges 
Auctions in the Intermountain States fed far more cattle and 
calves prior to sale than did auctions in the other two areas. This 
no doubt arises from the greater distances and longer time required 
to transport the livestock to the auctions in this area. While the 
most commonly assessed charge was on a per diem basis, a number 
of yards charged only for the amount of feed placed before the 
animals. 
Published daily feed charges in the Intermountain Area ranged 
from 25 to 60 cents for cattle', with an average . of approximately 
45 cents. Calves-probably on .account of variations in weight and 
type-were assessed from 10 to 50 cents, the average being about 
25 cents. Sheep assessments were from 5 to 10 cents-the most 
common charge being near 7 cents. Where hog charges appeared, 
they were similar to those for sheep. 
Where daily feed charges were published at Pacific Coast 
auctions, the range and the average were somewhat higher. Per 
diem cattle assessments ranged from 40 to 60 cents-the most com-
mon being 50 cents. While per diem charges for calves were less 
frequent, they averaged about 30 cents per head. 
In all areas, animals arriving prior to, or remaining after, the 
sale day were assessed either the regular per': diem charge or "cost" 
of feed consumed. '.' ' . . -. 
Charges for No Sales 
At some auctions animals may be sold at private_ treaty with-
out going through the ring. Others are sold after ' a 'consignor 
refuses to sell at the bid offered. In most yards 'regular charges-
selling, insurance, yardage, and feed-are assessed as they would 
have been ' had a ring sale occurred. There are some exceptions-
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certain auction operators claiming that no charges are made. Others 
state that outside sales were prohibited. In a few instances all 
charges except those for selling are imposed, while in still others 
only half the selling charges is assessed. 
In all sections some operators stated that there were no 
charges. In Texas, the great majority make no charges unless the 
animals are fed and the brand inspected. At a minority of auctions 
the number and method of assessments varied to such an extent 
that no common treatment can be detected. Pacific Coast auction 
managers operated in about the same manner as those in Texas. 
In the Intermountain Area the majority of operators imposed a far 
larger number of charges-in many instances all selling levies. At 
, some auctions, yardage was assessed in lieu of reduced commis-
sion charges on animals not sold. 
In a number of auctions, patrons are invited to "try the market" 
in order to ascertain what stock might bring. A varying charge is 
assessed even at sales which publicize this feature. 
Part IV 
ECONOMIC EFFECTIVENESS OF AUCTIONS AS A 
MARKET FOR WESTERN LIVESTOCK 
W ESTER.~ AUCTIONS perform useful services that contribute to increased marketing efficiency for livestock. . One impor-
tant contribution is in the local exchange of stocker, feeder, and 
breeding animals between farmers and ranchers in the same or 
nearby community. Before auctions were established, the extent 
of local exchange between farmers was accomplished mainly 
through local dealer operations where the individual farmer was 
always at a disadvantage in the determination of prices to be paid 
or received for animals involved. It was difficult to make satis-
factory contacts with producers of such stock, and potential buyers 
(farmers, feeders , ranchers) frequently were interested in larger 
lots of livestock than a single producer might have. This meant 
that considerable "shopping around" was necessary. 
Although the activities of some dealers expedited the How of 
local purchases to other producers in the same community, others 
commonly shipped to more distant public markets. In such cases, 
it was not uncommon to find sales of the same animals at terminal 
markets later being returned to the same or adjacent communities. 
These practices resulted in substantially higher . marketing costs 
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because of additional charges for transportation, feed, and handling. 
Also, shrinkage, death, and crippling were often materially in-
creased in the extra handling and transporting of livestock to the 
extent that services were duplicated, marketing was uneconomic 
and wasteful. In this connection, some cases were found in which 
livestock sold at auctions moved directly on to terminal markets, 
incurring a service charge at both points. However, from available 
information, it appears that the volume of livestock moving from . 
auctions to public stockyards for resale is a relatively small propor-
tion of total auction sales. 
Under the auction system, farmers and ranchers. with both 
small and large lots of stocker, feeder, or breeding livestock, found 
that they could display such animals to a larger number of pro spec· 
tive buyers at a lower cost than was possible by trying to sell direct 
or through local dealers. This expanded the opportunity of pro-
ducers to buy from and sell to one another. This is particularly 
important to feeders who like to know conditions under which-
livestock are grown, as this information is dir-ectly related to 
expected gains and to their feeding program in general. 
Auctions have contributed greatly to year-round feeding of 
cattle and sheep in the West. This is particularly true of 'small 
feeders. This, in turn, has increased the efficiency of western meat 
production by providing a more steady How of fat livestock to 
both large and small packers and to local butchers and operators 
of locker plants. 
When drought or other causes force a reduction in range car-
rying capacity and in other supplies of livestock feed, auctions fre-
quently serve as an efficient method of shifting animals from local 
deficit areas to those in which surplus feed supplies are available. 
In this way, livestock and feed resources are combined more effec-
tively, resulting in greater total output. 
From the information obtained in this study, it appears that 
for some time to come the auction method of marketing is likely 
to continue as an integral part of the western livestock marketing 
machinery. But marketing, as well as other forms of economic 
activity, is dynamic rather than static, and it is probable that many 
of the changes cannot now be foreseen. 
To the extent that auctions have increased local sales of live-
stock by weight rather than by head, and to the extent that more 
producers are now better informed as to livestock values because 
of attending auctions, a contribution has been made to marketing 
efficiency. 
TRADE IN WESTERN LIVESTOCK AT AUCTIONS lIS 
Auctions afford an opportunity for open competitive bidding 
in addition to supplying facilities for exchange of livestock. Most 
small auctions have facilities for sorting, weighing, feeding, and 
watering ' of livestock, and they offer prompt cash payments to 
patrons. They also offer a convenient market for odd lots of live-
stock, and they represent one of the main outlets for cull cows and 
baby calves. 
The desire of the farmer to sell near home and keep control 
of the livestock has no doubt been a big factor in the expansion 
of the numerous local markets. The auctions have proved an effec-
tive means of making the livestock producer feel that he is an actual 
part of the market and still permit him to keep some measure of 
control over his livestock, even through to the actual process of 
price making. 
Part V 
SUGGESTIONS FOR IMPROVEMENT 
T HE auction method of selling livestock, as used in the West, has faults, as do other methods, but often the blame that is heaped 
upon livestock auction markets in general results from undesirable 
practices which occur at only a few markets. As a detailed report 
containing an appraisal of the auction method of selling is to be 
contained in the bulletin entitled "Trade in western livestock at 
auctions-So Some factors affecting producers' choice of market out-
lets," no lengthy discussion of the advantages and disadvantages of 
selling by this method is contained here. Nevertheless, the follow-
ing general suggestions are offered: 
(1) As with all marketing agencies, the future of the auction 
method of selling depends upon the kind and amount of services 
rendered compared to similar charges and services at other markets. 
(2) All unsatisfactory methods and practices should be elimi-
nated and all efforts should be directed toward ways of making all 
livestock auction markets more effident. 
(S) The ideal auction market should induce producers to put 
on the market what consumers (buyers) want produced, in the 
form and at locations desired by consumers, and should attempt 
to attract sufficient buyers to the market to assure competitive 
bidding on all classes. 
( 4) Market prices should not be subject to manipulation by 
anyone connected with the market, and all dealings should be fair 
The Market 
News Service of 
the U. S. Depart-
ment of Agricul-
ture makes it pos-
sible for farmers 
and livestock 
market people to 
keep better in-
formed on market 
conditions 
and free from discrimination with respect to all livestock offered 
for sale. 
(5) The market should exhibit stability of performance and 
uniformity in methods of operation. 
( 6) The management of the market should exercise a high 
degree of business integrity among all tho~e connected with it. 
(7) The market should provide adequate facilities for receiv-
ing, handling, weighing, feeding, and watering livestock, the pre-
vention of disease, verification of ownership, and protection against 
financial irregularities. 
( 8) Adequate market reports on prices, grades, and quantities 
should be provided at all aucti.ons where significant volumes of 
livestock are handled. Such reports should be prepared in a 
manner comparable to the market news reports at terminal markets, 
thus providing a basis of comparing alternative market outlets. 
More specific suggestions for improving operating methods and 
practices include the following: 
Bonding 
Bonding regulations at auctions in many states have become ob-
solete as a result of substantial increase in livestock values since 
1940. Bonding requirements in effect were not designed for the 
large daily sales at some auctions with the sums of money involved. 
Because of this, bonds requjred by auction operators for the pro-
tection of their patrons should be changed so as to conform more 
nearly to present conditions. In states where the bond is uniform 
regardless of size of auction or volume of livestock sold, it is sug-
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gested that bonds should be made to vary in relation to size of 
market. As a minimum, it is suggested that bonds should be equal 
to the average gross proceeds per sale per year or during that part 
of the marketing season when the major volume of livestock is 
sold. Regular livestock buyers at auctions should be required to 
post bonds to insure payment of purchases made. 
Weighing 
All auctions should be equipped with modern scale facilities and 
all animals, except certain classes of dairy and beef breeding stock, 
should be sold by weight rather than by head. All livestock should 
be weighed by impartial bonded weighmasters. 
All scale facilities should be checked frequently by competent 
scale engineers under the supervision of state or federal agencies. 
The laws in most states provide adequately for scale checking, but 
in some, because of inadequate funds or personnel, scales are not 
checked as frequently as specified by law. This is particularly 
important for auction scales which are often used to weigh single 
animals as well as carload lots. 
Disease Control 
Rules and regulations of state livestock sanitary boards and of 
the U. S. Bureau of Animal Industry should be rigidly enforced 
by capable veterinarians. Sanitary rules and regulations should 
apply to livestock trucks as well as to auction facilities. 
The scale face ex-
posed to the pub-
lic view inspires 
confidence 0 f 
buyers and sellers. 
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Selling Charges 
Published selling charges at auctions should apply uniformly to all 
types of consignors. Through state or national livestock auction 
associations or by other means, auction operators should strive to 
establish more uniformity in methods of assessing selling charges. 
Rates between auctions also should be more uniform. 
Selling Graded Lots of Livestock 
Managers of medium and large sized auctions should give more 
attention to the possibility of pooling animals consigned by different 
owners so they could be sold in graded lots of a larger size. This 
would apply particularly to slaughter and feeder animals. Grading 
should be done by unbiased parties, preferably state or federal 
graders. 
Buying and Selling Practices of Auction Operators 
Auction operators who consign livestock to their own sales ring 
or who buy on their own account at their own auction are fre-
quently criticized. In general, these practices should be discour-
aged. In all cases where such practices are followed it is important 
that all interested buyers and sellers clearly understand such deal-
ings. 
Auction Funds 
The auctions should not be permitted to become primarily the 
base of operations for the operator of the auction. Where such 
practice is followed, it is imp~rative that separate accounts and 
funds be set up for the patron and for the operator. It is also 
desirable that the account for payment of the expenses of operation 
of the auction be kept entirely separated from accounts used for 
settling with patrons for the sale of livestock through the auction. 
Posting of Auctions 
The Packers and Stockyards Act requirements for posting of public 
markets are not adapted to auction markets of the West. There is 
no close correlation between the volume of livestock sold at auctions 
and the posting of such markets. Volume of livestock handled or 
value of livestock sold per sale would be a better basis for deter-
mining which markets should be posted than the area (square foot-
age) of pens and alleys. 
Need for Market News Reporting at Auctions 
A more adequate reporting of market news is badly needed in the 
West. Few of the auctions are included in markets for which the 
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Production and Marketing Administration reports livestock market 
news, even though they handle considerably more livestock than 
are marketed through terminal markets. This is especially true 
for stocker and feeder shipments of cattle, which move through 
public central markets even less than do livestock for slaughter. 
Farmers are frequently unable to choose the market which is best 
for them because of lack of complete current market information 
for the alternative markets and inability to compare probable 
prices after consideration of the expenses involved at each market 
outlet available. 
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Appendix A. Table 1. Estimated number of head and dollar value of 
livestock sold at western terminal marketsO 1948 
Number of head 
Market 
Location Rank 
Denver 1 
Fort Worth 2 
Los Angeles 3 
San Antonio 4 
Ogdenl 5 
Houston 6 
N. Portland 7 
S. San Francisco 8 
Billings 9 
Spokane 10 
Stockton 11 
N. Salt Lake 12 
Seattle 13 
Pueblo 14 
Totals 
Denver 1 
Fort Worth 2 
Los Angeles 3 
San Antonio 4 
Ogdenl 5 
Houston 8 
N. Portland 6 
S. San Francisco 7 
Billings 9 
Spokane 10 
Stockton 11 
N. Salt Lake 12 
Seattle 13 
Pueblo 14 
Totals 
Cattle 
724 
602 
419 
346 
120 
84 
112 
71 
81 
75 
49 
36 
23 
9 
2,751 
154,244 
72,188 
101,953 
42,310 
22,173 
10,092 
21,070 
14,802 
13,747 
11,113 
9,076 
6,749 
4,296 
1,831 
485,644 
Sheep & 
Calves lambs 
1,000 head 
79 1,560 
274 1,326 
87 15 
250 225 
15 776 
189 2 
20 67 
9 266 
15 89 
16 11 
19 43 
4 78 
2 2 
1 0 
980 4,460 
Dollar value 
1,000 dollars 
6,470 31,584 
16,412 19,891 
6,082 422 
15,076 3,362 
1,085 17,073 
11,209 28 
838 1,302 
718 7,220 
937 1,278 
1,025 146 
1,421 1,007 
360 1,708 
74 30 
27 0 
61,734 85,051 
Total 
marketing 
Hogs equivalentst 
167 
~24 
126 
79 
21 
13 
62 
77 
38 
41 
39 
28 
16 
o 
931 
11,046 
11,216 
7,904 
3,973 
1,026 
620 
3,447 
2,973 
1,965 
2,169 
1,213 
1,364 
893 
o 
948 
882 
481 
472 
208 
150 
141 
120 
104 
92 
69 
52 
28 
9 
3,756 
Total value 
203,344 
119,707 
116,361 
64,721 
41,357 
21,949 
26,657 
25,713 
17,927 
14,453 
12,717 
10,181 
5,293 
1,858 
49,809 682,238 
°Data on numbers are salable receipts from Production and Marketing Admin-
istration. Price per head based on reports by managers of stockyards, and 
values estimated for San Antonio, Houston, Billings, Ogden, Pueblo, and Seat-
tle. All figures rounded to nearest thousand. 
t 1 cattle, 3 calve~, 10 sheep, 4 hogs. 
lLivestock auction included within yards of the public stockyards. Total for 
Ogden includes auction sales. 
TRADE IN WESTERN LIVESTOCK AT AUCTIONS 119 
Appendix A. Table 2. Estimated number of head and dollar value of livestock 
sold thrO'ugh western auctions, 1948 
TotaIt 
Number mar-
of keting 
Area and state Rank 0 auctions Cattle Calves Sheep Hogs eJui-
Posted Total va ents 
1,000 head 
Southwest Area 
Arizona 11 0 3 30 11 t 3 34 
New Mexico 7 3 3 218 59 0 0 238 
Texas 1 8 167 2,482 963 2,175 560 3,161 
Total 1 11 173 2,730 1,033 2,175 563 3,433 
Intermountain Area 
Colorado 3 6 53 492 97 45 207 580 
Idaho 5 8 28 369 62 122 165 443 
Montana 4 4 12 403 56 123 59 449 
Nevada 12 0 3 22 5 2 8 26 
Utah 9 1 8 90 19 9 13 101 
Wyoming 10 2 13 79 18 38 46 100 
Total 2 21 117 1,455 257 339 498 1,699 
Pacific Coast Area 
California 2 4 77 389 274 221 236 561 
Oregon 6 2 37 243 119 74 107 317 
Washington 8 1 43 141 57 4 41 171 
Total 3 7- 157§ 773 450 299 384 1,049 
Regional total 39 447§ 4,958 1,740 2,813 1,445 6,181 
Dollar value 
Total 
Southwest Area 1,000 dollars value 
Arizona 12 3,321 717 3 121 4,162 
New Mexico 7 27,321 4,040 0 0 31,361 
Texas 1 263,053 60,051 21,465 20,881 365,450 
Total 1 293,695 64,808 21,468 21,002 400,973 
Intermountain Area 
Colorado 2 91,430 6,994 749 7,931 107,104 
Idaho 5 61,464 4,832 1,968 6,557 74,821 
Montana 4 67,313 3,957 1,929 2,226 75,425 
Nevada 11 3,523 334 40 286 4,183 
Utah 9 15,777 1,265 158 481 17,681 
Wyoming 10 12,315 1,408 468 1,939 16,130 
Total 2 251,822 18,790 5,312 19,420 295,344 
Pacific Coast Area 
California 3 54,648 10,723 3,094 6,990 75,455 
Oregon 6 37,473 5,348 1,426 4,350 48,597 
Washington 8 22,760 2,721 63 1,364 26,908 
Total 3 114,881 18,792 4,583 12,704 150,960 
~egional total 660,398 102,390 31,363 53,126 847,277 
°ln order of size, measured in total marketing equivalents and total value 
t 1 cattle, 3 calves, 10 sheep, 4 hogs 
t-Iess than 500 head 
§Includes 5 hog auctions (1 horse & mule auction not incl.) 
Appendix A. Table 3. Number of western auction marketsO by states, areas, and region, 1921-1949 
Southwest Area Intermountain Area Pacific Coast Area Total 
New Western 
Year Ariz. Mex. Texas Total Colo. Idaho Mont. Nev. Utah Wyo. Total Calif. Ore. Vvash. Total Region 
1921 1 1 1 1 2 3 
1922 1 1 1 1 2 3 
1923 1 1 1 1 2 3 
1924 1 1 1 1 2 3 
1925 2 2 1 1 2 4 
1926 2 2 1 1 2 4 
1927 2 2 1 1 2 4 
1928 2 2 2 2 4 6 
1929 2 2 2 2 4 6 
1930 2 2 1 1 3 2 5 8 
1931 2 2 2 1 3 3 2 5 10 
1932 2 2 2 1 3 4 3 7 12 
1933 2 2 13 1 14 6 3 9 25 
1934 2 2 24 1 25 7 3 10 37 
1935 2 10 12 25 2 1 1 1 30 11 3 14 56 
1936 2 16 18 36 4 3 1 3 47 15 1 4 20 85 
1937 1 3 39 43 40 5 3 2 3 53 15 2 5 22 118 
1938 1 3 49 53 46 6 3 2 3 60 17 3 6 26 139 
1939 1 3 56 60 58 7 4 2 4 75 20 6 7 33 168 
1940 1 2 61 64 55 8 4 2 9 78 21 8 8 37 179 
1941 1 2 64 67 53 9 6 1 2 10 81 25 11 21 57 205 
1942 1 2 65 68 50 11 8 1 2 8 80 26 12 . 17 55 203 
1943 1 2 68 71 51 15 9 1 2 8 86 29 15 15 59 216 
1944 1 2 76 79 51 17 9 2 4 0 89 34 20 17 71 239 
1945 2 2 93 97 52 21 9 3 5 8 98 42 24 19 85 280 
1946 2 3 135 140 49 27 10 3 5 9 103 52 28 32 112 355 
1947 2 3 148 153 59 . 28 12 3 8 11 121 63 36 44 143 417 
1948 3 3 167 173 53 28 12 3 8 13 117 72 37 43 152 442 
1949 3 4 167 174 53 31 12 3 8 14 121 72 38 43 153 448 
°Does not include specialized auctions. 
Appendix A. Table 4. Number of head of cattle and calves sold at western a'UctionsO by states, areas, and region, 1921-1949 
Southwest Area Pacific Coast Area 
Year Arizona New Mexico Texas Total Calif. Oregon Wash. Total 
1921 1,500 1,500 500 500 1,000 
1922 2,000 2,000 800 600 1,400 
1923 3,000 3,000 1,000 700 1,700 
1924 4,000 4,000 1,200 800 2,000 
1925 5,200 5,200 1,300 900 2,200 
1926 6,300 6,300 1,400 900 2,300 
1927 7,600 7,600 1,500 1,000 2,500 
1928 8,900 8,900 3,500 1,500 5,000 
1929 11,200 11,200 5,100 1,700 6,800 
1930 11,500 11,500 7,700 1,900 9,600 
1931 11,800 11,800 9,700 2,000 11,700 
1932 12,100 12,100 10,600 2,600 13,200 
1933 12,300 12,300 13,700 2,60(} 16,300 
1934 12,400 12,400 24,600 2,700 27,300 
1935 4,100 52,500 56,600 40,300 2,800 43,100 
1936 8,200 99,000 107,200 62,800 2,500 3,900 69,200 
1937 3,100 15,900 309,900 328,900 81,500 5,500 4,800 . 91,800 
1938 4,100 31,000 513,600 548,700 114,400 8,200 8,000 130,600 
1939 5,300 36,100 626,900 668,300 182,200 19,700 20,000 221,900 
1940 6,900 51,000 839,900 897,800 197,300 30,800 27,000 255,100 
1941 8,900 56,900 1,043,000 1,108,800 241,500 53,700 41,300 336,500 
1942 10,400 63,000 1,213,800 1,287,200 274,800 99,600 40,000 414,400 
1943 16,200 74,700 1,398,900 1,489,800 315,600 128,700 47,900 492,200 
1944 22,800 81,100 1,738,700 1,842,600 374,600 159,300 69,600 603,500 
1945 29,800 82,100 2,076,600 2,188,500 420,800 171,400 80,600 672,800 
1946 33,300 79,500 3,053,500 3,166,300 520,800 253,000 105,500 879,300 
1947 31,900 215,500 3,341,700 3,589,100 638,700 350,200 189,300 1,178,200 
1948 40,700 277,700 3,445,100 3,763,500 662,600 362,200 197,200 1,222,000 
1949 32,600 311,100 3,444,000 3,787,700 700,000 400,000 223,600 1,323,600 
°Does not include specialized auctions. 
Appendix A. Table 4. Number of head of cattle and calves sold at western auctions by states, areas, and region, 1921-49 (cont'd) 
Intermountain Area Total West-
Year Colorado Idaho Montana Nevada Utah Wyoming Total ern Region 
1921 2,500 
1922 3,400 
1923 4,700 
1924 6,000 
1925 7,400 
1926 8,600 
1927 10,100 
1928 13,900 
1929 18,000 
1930 2,500 2,500 23,600 
1931 4,000 2,700 6,700 30,200 
1932 4,500 3,000 7,500 32,800 
1933 27,000 3,800 30,800 59,400 
1934 52,800 4,000 56,800 96,500 
1935 60,600 5,000 64,300 500 7,500 137,900 237,600 
1936 91,400 15,000 144,000 1,000 25,500 276,900 453,300 
1937 153,000 50,000 79,900 11,500 23,100 317,500 738,200 
1938 140,400 75,000 59,500 17,200 26,700 318,800 998,100 
1939 220,800 100,000 70,200 27,500 33,300 451,800 1,342,000 
1940 236,700 150,000 97,600 31:400 44,100 559,800 1,712,700 
1941 253,900 175,000 110,800 1,800 30,800 53,600 625,900 2,071,200 
1942 268,900 200,000 161,100 2,100 31,000 43,400 706,500 2,408,100 
1943 299,600 241,400 160,600 2,200 38,500 47,100 789,400 2,771,400 
1944 309,500 304,300 298,700 6,900 48,900 44,400 1,012,700 3,458,800 
1945 406,000 312,400 344,100 9,900 71,400 57,800 1,201,600 4,062,900 
1946 563,800 366,900 424,400 16,700 77,100 73,500 1,522,400 5,.568,000 
1947 606,900 397,400 468,600 19,600 99,300 85,500 , 1,677,300 6,444,600 . 
1948 588,700 430,900 459,500 27,700 109,000 96,400 1,712,200 6,697,700 
1949 600,000 462,400 568,700 32,200 110,100 115,700 1,889,100 7,000,400 
°Does not include specialized auctions. 
Appendix A. Table 5. Distribution of cattle and calf sales at western auctions, by size of market, by states and areas, 1948, 
Southwestern States 
Arizona New Mexico Texas Southwest Area 
Size of auction Number Number Number Number Number Number Number Number 
(No. head all of of of of of of of of 
cattle) auctions head auctions head auctions head auctions head ;? 
0- 2,499 1 2,300 0 14 17,300 15 19,600 ~ 
2,500 - 4,999 0 0 17 54,300 17 54,300 t%j 
5,000 - 9,999 1 5,000 0 34 241,900 35 246,900 ~ 
10,000 - 19,999 0 0 44 599,300 44 599,300 Z 
20,000 - 29,999 0 1 20,000 24 559,200 25 579,200 ~ 30,000 - 39,999 1 33,400 0 15 483,400 16 516,800 t%j 
rJ) 40,000 - 49,999 0 0 6 262,700 6 262,700 >-:l 
50,000 - 59,999 0 0 2 104,300 2 104,300 t%j ~ 
60,000 - 69,999 0 0 2 123,400 2 123,400 Z 
70,000 - 79,999 0 0 1 78,000 1 78,000 ~ 80,000 - 89,999 0 0 4 340,000 4 340,000 ~ <: 90,000 - 99,999 0 1 90,000 1 97,200 2 187,200 t%j 
100,000 - over 0 1 167,700 3 484,100 4 651,800 rJ) >-:l 
Total 3 40,700 3 277,700 167 3,445,100 173 3,763,500 0 
percent Q 
0- 2,499 33.3 5.6 0 0 8.4 0.5 8.7 .5 > >-:l 
2,500 - 4,999 0 0 0 0 10.2 1.6 9.8 1.4 
> 5,000 - 9,999 33.3 12.3 0 0 20.3 7.0 20.2 6.6 
c::l 10,000 - 19,999 0 0 0 0 26.3 17.4 25.4 15.9 B 20,000 - 29,999 0 0 33.3 7.2 14.4 16.2 14.4 15.4 
30,000 - 39,999 33.4 82.1 0 0 9.0 14.0 9.3 13.7 0 z 40,000 - 49,999 0 0 o· 0 3.6 7.6 3.5 7.0 rJ) 
50,000 - 59,999 0 0 0 0 1.2 3.0 1.1 2.8 
60,000 - 69,999 0 0 0 0 1.2 3.6 1.2 3.3 
70,000 - 79,999 0 0 0 0 .6 2.3 .6 2.1 
80,000 - 89,999 0 0 0 0 2.4 9.9 2.3 9.0 
90,000 - 99,999 0 0 33.3 32.4 .6 2.8 1.2 5.0 ~ 
100,000 - over 0 0 33.4 60.4 1.8 14.1 2.3 17.3 l'-O VJ 
Appendix A. Table 5. Distribution of cattle and calf. sales at western auctions, by size of market, by states and areas, 1948, ~ t-O ( cont'd) I nt:ermountain States t+;:.. 
Intermoun- ~ Colorado Idaho Montana Nevada Utah Wyoming tain Area .., 
Size of auction No. of NumberNo. of Number No. of NumberNo. of Number No. of NumberNo. of Number No. of Number ~ (No. head all auc- of auc- of auc- of auc- of auc- of auc- of auc- of 
> cattle) tions head tions head tions head tions head lions head tions head tions head G") 
0- 2,499 16 15,000 7 10,200 . 0 0 3 2,800 3 3,500 29 31,500 ;:g 
2,500 - 4,999 7 24,900 3 11,500 1. 4,600 1 3,000 0 4 14,800 16 58,800 () 
5,000 - 9,999 12 86,000 5 35,600 0 0 2 14,900 3 17,300 22 153,800 ~ 
10,000 - 19,999 11 148,300 6 76,600 2 31,300 2 24,700 2 24,500 1 12,900 24 318,300 ~ 20,000 - 29,999 3 66,200 3 72,100 2 48,800 0 0 2 47,900 10 235,000 
30,000 - 39,999 0 1 35,300 1 31,000 0 0 0 2 66,300 > t"'4 
40,000 - 49,999 1 46,500 2 85,300 3 134,700 0 0 0 6 266,500 ~ 50,000 - 59,999 2 101,300 0 1 52,100 0 0 0 3 153,400 ~ 60,000 - 69,999 0 0 1 64,700 0 1 66,800 0 2 131,500 
70,000 - 79,999 0 0 0 0 0 0 0 trI ;:g 
80,000 - 89,999 0 0 0 0 0 0 0 a:: 90,000 - 99,999 0 0 1 92,300 0 0 0 1 92,300' trI 
100,000 & over 1 100,500 1 104,300 0 0 0 0 2 204,800 ~ 
Total 53 588,700 28 430,900 12 459,500 3 27,700 8 109,000 13 96,400 117 1,712,200 en 
percent .., 
> 
0- 2,499 30.2 2.6 25.0 2.4 0 0 0 0 37.5 2.6 23.1 3.6 24.8 1.8 .., .... 
2,500 - 4,999 13.2 4.2 10.7 2.7 8.3 1.0 33.3 11.0 0 0 30.7 15.3 13.7 3.4 0 
5,000 - 9,999 22.6 14.6 17.9 8.2 0 0 0 0 25.0 13.6 23.1 17.9 18.8 9.0 Z 
10,000 - 19,999 20.7 25.2 21.4 17.8 16.7 6.8 00.7 89.0 25.0 22.5 7.7 13.5 20.5 18.6 to 
20,000 - 29,999 5.7 11.2 10.7 16.7 16.7 10.6 0 0 0 0 15.4 49.7 8.5 13.7 ~ 
30,000 - 39,999 0 0 3.6 8.2 8.3 6.8 0 0 0 0 0 0 1.7 3.9 § 40,000 - 49,999 1.9 7.9 7.1 19.8 25.0 29.3 0 0 0 0 0 0 5.1 15.5 
50,000 - 59,999 3.8 17.2 0 0 8.3 ll.3 0 0 0 0 0 0 2.6 9.0 Z 
60,000 - 69,999 0 0 0 0 8.3 14.1 0 0 12.5 61.3 0 0 1.7 7.7 v:> 
70,000 - 79,999 0 0 0 0 0 0 0 0 0 0 0 0 0 0 CJ1. 
80,000 - 89,999 0 0 0 0 0 0 0 0 0 0 0 0 0 0 t-O 
90,000 - 99,999 0 0 0 0 8.4 20.1 0 0 0 0 0 0 .9 5.4 
100,000 - over 1.9 17.1 3.6 24.2 0 0 0 0 0 0 0 0 1.7 12.0 
Appendix A. Table 5. Distribution of cattle and calf sales at western auctions, by size of market, by states and areas, 1948, 
(cont~) Pacific Coast States 
California Oregon Washington Pacific Coast Area 
Size of auction Number Number Number Number Number Number Number Number 
(No. head all of of of of of of of of 
cattle) auctions head auctions head auctions head auctions head 1-3 ~ 
0- 2,499 16 26,900 4 4,700 19 23,700 39 55,300 ~ 
2,500 - 4,999 19 70,800 7 17,500 9 32,000 35 120,300 ~ 
5,000 - 9,999 19 142,200 15 98,700 11 74,800 45 315,700 .... 
10,000 - 19,999 11 173,600 5 64,300 3 42,700 19 280,600 Z 
20,000 - 29,999 5 129,800 4 88,500 1 24,000 10 242,300 ~ 30,000 - 39,999 0 1 35,000 0 1 35,000 ~ 
40,000 - 49,999 0 0 0 0 Vl ~ 
50,000 - 59,999 1 53,600 1 53,500 0 2 107,100 ~ ~ 
60,000 - 69,999 1 65,700 0 0 1 65,700 Z 
70,000 - 79,999 0 0 0 0 ~ 80,000 - 89,999 0 0 0 0 .... 
90,000 - 99,999 0 0 0 0 < ~ 
100,000 & over 0 0 0 0 Vl ~ 
Total 72 662,600 37 362,200 43 197,200 152 1,222.000 0 l.l 
percent :;0:: 
0- 2,499 22.2 4.0 10.8 1.3 44.2 12.0 25.7 4.5 ~ 
2,500 - 4,999 26.4 10.7 18.9 4.8 20.9 16.2 23.0 9.8 
5,000 - 9,999 26.4 21.5 40.6 27.2 25:6 38.0 29.6 25.8 > 
10,000 - 19,999 15.3 26.2 13.5 17.8 7.0 21.6 12.5 23.0 c 
20,000 - 29,999 6.9 19.6 10.8 24.4 2.3 12.2 6.5 19.8 Q .... 
30,000 - 39,999 0 0 2.7 9.7 0 0 .7 2.9 0 
40,000 - 49,999 0 0 0 0 0 0 0 0 Z Vl 
50,000 - 59,999 1.4 8.1 2.7 14.8 0 0 1.3 8.8 
60,000 - 69,999 1.4 _ 9.9 0 0 0 0 .7 5.4 
70,000 - 79,999 0 0 0 0 0 0 0 0 
80,000 - 89,999 0 0 0 0 0 0 0 0 
90,000 - 99,999 0 0 0 0 0 0 0 0 ~ 
100,000 - over 0 0 0 0 0 0 0 0 t.o CJl 
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Appendix B. Fig. 3. Medium-size combination cattle, sheep, and hog auction in the Southwest 
